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Quality and 
Service 


ata 


Reasonable Price 


| Form an Unbeatable Combination 


MINNEAPOLIS MILLING CO. 


MINNEAPOLIS, MINN. 


904-908 FLOUR EXCHANGE 
PHONE ATLANTIC 0146 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 

OQ. E. ROOTH, Minneapolis, Minn. 

L. D. CRANE, Chippewa Falls, Wis. 
J. S. DOUSMAN, Fond du Lac, Wis. 
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STRUNG Cost Grinding 
Use this economical mill for 


COT) 
your general grinding. The 


Munson Attrition Mill 


assure longer life, more uses, cooler, 
finer grinding. Belt or motor driven-- 
a size forevery purpose. Prompt ship- 
ments from Minneapolis. 


Speed Up Elevator Work With SUPERIOR D. P. CUPS 


By changing only your cups you can increase your elevator ca- 
pacity 20%. The Superior D. P. Cups hold more, can be placed 
closer on the belt than other cups and discharge perfectly. Large 
stocks carried in Minneapolis. 


he Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. bdr 


In Canada: The Strong-Scott Mfg.Co.Ltd:. Winnipeg StoTy) 


The Symbol 


ROEDTERT SERVICE is now available through- 
out the Middle West and to all points East. Froedtert 
Elevators have a total capacity of 4,500,000 bushels. 
When you are next in the market for corn, oats, barley, 
rye, wheat or malt sprouts---call Froedtert for samples 
and quotations. You'll like Froedtert Service. —-—~ 


FROEDTERT GRAIN & MALTING Co. 
MILWAUKEE—CHICAGO—MINNEAPOLIS 


Operating Elevators at WISCONSIN DEALERS CALL 
MILWAUKEE, MINNEAPOLIS, WINONA, 
RED WING and CHICAGO BROADWAY 5600, MILWAUKEE 
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FE S BUY THE BEST 


Woodworth 
& Company Arcady 


LIS, MINN. 4 sia 
eatnansine The Old Reliable 16% Feed 


and Full Line '|Arcady 


Wonder Feeds 
Money MADE BY 
ARCADY FARMS MILLING 
Lowest COMPANY 


Prices CHICAGO, ILL. 
‘ A EAST ST. LOUIS NORTH KANSAS CITY 
Consistent with 
SOLD BY ALL GOOD DEALERS 
Good 
Service 


Laree_Warehouse 
Facilities And 


Complete Stocks 


Enable Us To 
Excell In 


Prompt Shipment Sterling Poultry Feeds 


A COMPLETE LINE OF 


Of All Grades Of 


Feeds MIXED GRAIN FEEDS 
Either Staight or 
GUARANTEED-TO-SATISFY MASHES 
Mixed _Cars 
also 
nd MIXED CARS 
Take advantage of the large Containing any of the standard mill feeds-- 
bran, middlings, rolled oats, oil meal, etc., 
as well as oyster shell, animal protein 
petent men in every depart- products, dairy feed, etc. 
association with mills both local — 
ae outside of Minneapolis, no 
b 
Northrup, King & Co. 
We would be pleased FEEDS AND SEEDS 
to SERVE YOU. MINNEAPOLIS, MINN. 
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Keeping Faith With Competitors 


Never Hurts. Business 


The Golden Rule Should Be Observed As Between All Feed Dealers 
Don't Endorse Knocking Whether By Customers Or Traveling Men 


the street!” angrily exclaimed 

a new customer, addressing 

Jack Steen, of the Steen Feed Supply. 

“| found a mistake of a dollar against 

me in his last bill. He can’t get away 

with such work with me, I'll tell the 
world!” 

This sort of complaint against a 


ad through with that crook up 


competitor made by a new customier, 


occurs scores of times every day in the 
feed business of the country. If the 
competitor isn’t accused of cheating, 
he is charged with something else. 
Quality of his goods and service are 
attacked. 

Don’t Help the Knocker 

The customer may be sincere, or 
simply manifesting reaction to a re- 
fusal of additional credit, or saying that 
which he feels will please the feed 
dealer. In any event, the cardinal 
thing is to endorse sympathetically the 
customer’s complaint. Keep the faith! 
Look ahead. 

Sometime later that same customer 
may be dissatisfied with some feature 
of your service. You may have made 
a mistake. You can get ready for that 
situation now, and at the same time 
be a clean, honorable competitor, if 
you will suggest the possibility of an 
honest mistake. At least, you can re- 
frain from discussing the matter at all 
with the customer. Give your compet- 
itor a square deal—as you would like 
him to treat you. 

Buyers Have Poor Memories 

When the “shopper” type of cus- 
tomer comes bearing tales of conces- 
sions, secret or otherwise, offered by 
competitors—keep the faith! The cus- 


tomer may or may not be deliberate- _ 


ly “working” you. In any event, re- 
fuse to accept as true the statements 


of so interested a party as your cus- 
tomer. The !atter is seeking the best 
prices he can get and buyers have no- 
toriously poor memories in pricing 
matters. How inaccurate they are in 
their recollections does not worry them 
—so long as it is the low prices and 
liberal terms they “remember”. 

Keep the faith with your competi- 
tors in respect to secret and other con- 
cessions. Of course, you are legally 
free to sell at any price you wish. You 
have no contract with your competitor 
not to do so, and it would be illegal 
if you had one. 

An Unwritten Obligation 

Keep the faith, nevertheless. There 
is an unwritten obligation upon all 
feed dealers, and that is not to make 
prices which, quickly met by others, 
would put an entire local trade into 
the red. 

Keep the faith with competitors by 
selling your goods and service strictly 
on their merits. It is weak salesman- 
ship, at best, to “knock” the other 
fellow’s goods. When mud is slung 
from one store to the other, both come 
under mutual discredit. 

It seldom hurts a teed dealer to 
speak in a complimentary way of a 
competitor. And practically always it 
hurts him, finally, to talk with disgust- 
ing vehemence the other way. 

Is your competitor in the other 
block slipping, harrassed by many dif- 
ficulties, confronted with bills he can- 
not meet, Keep the faith with him. 
Do not tell others about his difficul- 
ties. Leave it to the traveling man 
to get his information from someone 
else but you. 

Talking Traveling Men 

Keep the faith when traveling men 

begin to tell stories of competitors. 
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The skilled salesman is an adept in 
human nature. He knows that there 
is considerable ill feeling everywhere 
among competitors. Competition en- 
genders it. Not a little jealousy, too. 
And, shrewdly he will pander to the 
condition. He will bear you plenty 
of gossipy news each call—if you like 
it. 

And he will carry the same sort of 
stuff from your store to your competi- 
tors, too! The fair thing to your fel- 
low feed dealers is to discourage the 
taveling man. Best of all, give him a 
friendly tip that he’ll get into trouble, 
sure as fate, if he continues his gar- 
bage-peddling habits. 

Lend a Helping Hand 

Your competitors, sometimes, need 
your help. They run out of an item— 
need it quick. Maybe they have a mis- 
fortune—a delivery truck catches fire 
and is lost. They have, maybe, a fire 
in the building. 

Keeping the faith means tendering 
your loyal aid at such a time. Why 
should you? Because you can then 
expect your competitors to help you 
in the same way, if sometimes you are 
beset by circumstances. 

The business of a large new buyer 
in town may be involved. By oiling 
the palm of a certain party you can 
get the business. Keep the faith! The 
line in competitive practices must be 
drawn somewhere. Draw it within the 
field of strictly legitimate dealings. 

Co-operation Fosters Happiness 

When a situation of general trade 
importance comes up, keeping the faith 
means that you'll “go in’. You'll put 
up your assessment along with other 
feed dealers. Maybe you are only mild- 
ly interested—but, for the good of the 
trade, in the interest of permanent local 
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co-operative spirit, you will cheerfully 
do your part. 

You'll be happier if you keep the 
faith, and. eventually, will surely reap 


plentiful dollars and cents returns. Be- 
cause, in the large, your competitors 
will learn of your sportsmanlike atti- 


tude. They'll appreciate it, and re- 
spond. 
Competitively speaking, your ener- 


gies will go into effort which, besides 
being fair to competitors, will be, in 
the long run, the most productive of 
results. There is worlds of room for 
clean, faith-keeping competition in the 
feed business. 


KING MIDAS MILL CO. mill at 
Shokopee, Minn., was struck by light- 


ning and sustained a fire loss of 
$60,000. 
P. H. FEILY & SONS, Inc., flour 


and feed dealers at Farmington, Minn., 
have been incorporated with a capitali- 
zation of $75,000. 


Another Dealer To Quit 


Credit Business 

Another feed dealer has faced about 
and changed from a credit to a cash 
basis. In a “straight from the shoul- 
der” announcement appearing in his 
local paper, Orin Trindal, Loyal, Wis., 
tells his customers why he makes the 
change. 

“If we get in a car ‘of feed and put 
most of it out on credit, how on earth 
are we going to replace it unless we 


go to the bank and_ borrow the 
money?” he pleads. 
Another pointed paragraph in the 


announcement reads: 

“We believe that any fair minded 
person will agree with us that as long 
as we are forced to conduct the buying 
end of our business on a cash basis, 
it is no more than fair that we should 
conduct the selling end on the same 
basis.” 

WILBUR BELL will open a feed 
mill at Fayette, Ia. 


Personal 
Attention 


SHIP TO 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


SUGARED 


PIG 


WITH MINERAL 


ED 


DEAN & DEUTCHER CO., Owe- 
go, N. Y., is remodeling its mill 
through installation of new roller bear- 
ings to all line shafts. 


J. O’BRIEN, Sandy 
Creek, N. Y., has had workmen at his 
mill for ae one few weeks, giving it 
a general overhauling and _ installing 
new equipment. 


WARREN EATON, who for the 
past eight years has operated the R. 
D. Eaton Grain Co., at Norwich, N. Y. 
for his father, entered the service of 
the Norwich Pharmical Co., July 1. 
His father, R. D. Eaton, is a large 
stockholder in the pharmical company, 
manufacturers of “Ungentine”’, and 
both former feed men will devote all 
their time to the manufacture of that 
product. They are retiring from all 
active connections in the milling busi- 
ness. 


GIVEN PURINA MEDAL 

A Ralston Purina commission hero 
medal has been awarded Charles Gib- 
son, Buffalo youth, who rescued his 
brother from drowning February 13, 
last. The presentation was made at 
special church services held in the 
Grace Episcopal Church, Buffalo, by 
the Rev. J. N. Borton. 


hogs--if they grow fast enough. 
Co-operate with the farmer to 
increase Hog Profits. 


Supply 


Blue Ribbon 


MADE BY 
BROOKS MILLING CO. 
EAPOLIS, MINN. 


ANALYSIS 
PROTEIN Not LESS THAN 25% 
‘© FAT NOT LESS THAN 5% 
e,. FIBRE NOT MORE THAN 5% 
CARBOHYDRATES NOT LESS THAN 52% 


INGREDIENTS 


DIGESTER TANKAGE, OLD PROCESS LINSEED 


7; PURE WHEAT FLOUR MIDDLINGS, MOL 
MEAL, CALCUM | CARBONATE, 


“Try it and You Will 


Sugared Pig Feed 


Contains the right proportion of 
minerals, for best results. 


If pigs could talk we would 
not have to advertise 


“Blue Ribbon’’ 


BROOKS MILLING COMPANY 


MINNEAPOLIS 


MINNESOTA 


Page Six 


THE FEED BAG—JULY, 1927 


‘ 
| 
i | 
| | 
i} 
Ris WY 
| 
Qe Growing pi ke profitabl 
ee Set 100 LBS. rowing pigs make profitable 
ABLUE RIBBONR : 
hes 
MEAL, CORN GERM MEAL, HOMINY FEED, 
: 


Manufacturers “Seeking To Serve” 


Interests Of Feeders 


Dr. E. B. Hart Of Wisconsin Explains Value Of Feeding Minerals 
W. E. Suits Is Re-elected President Of French Lick Convention 


By David K. Steenbergh 


RKEAT interest in the service 
& angle of the feed industry was 

manifest at the nineteenth ann- 
ual convention of the American Feed 
Manufacturers’ Association, meeting 
for three days at the French Lick 
Springs Hotel, French Lick, Ind., June 
9-11. 

Every manufacturer present, as well 
as the guests, including jobbers, brok- 
crs, grain men and_ representatives 
of the trade journals, 
was generally interested 
in the addresses aid 
discussions which  pre- 
sented information tend- 
ing to help in the more 
efficient manufacturing, 
distribution and compo- 
sition of various feeds. 
All in the feed industry 
have learned that econo- 
mical service is neces- 
sary for prosperity. The 
fe ed manufacturers, 
therefore, are concen- 
trating their efforts so that they can 


manufacture and distribute feed to 
produce economical results for the 
feeder. 


President Suits’ Address 


held each 
morning of the convention while the 
afternoons were devoted to golf. The 
annual dinner was held Thursday even- 
ing and a special luncheon meeting 
for sales managers was also held on 
Thursday. President W. E. Suits 
sounded the service keynote of the con- 
vention in his opening address after 
paying sincere tribute to the late E. 
W. Elmore, chairman of the associa- 
tion’s executive committee, re- 
viewing the past year’s work. 


3usiness sessions were 


“During 1926 our country enjoyed 
its most prosperous peace time year,” 
Mr. Suits said. “Money was cheap 
and plentiful, labor well paid and al- 
most fully occupied. Statistics regard- 
ing the feed manufacturing industry 
are unavailable but my contact with 
cur members convinces me that our 
situation was better than in other re- 
cent years. Oats, corn and hay for 
the crop year of 1926 were poorer in 
quality and less in quantity than in 


1925. This condition calls for greater 
conservation and results in more con- 
sumption of mixed feeds. 

“My surmise regarding the crops of 
1927 is that the wet April and May 
insures a bumper crop of hay, a fair- 


Upper panel: E. V. Lauer, H. H. Humphrey 
Left: J. P. Parks. Right: J. B. Groebner. 
Center: President Suits. 


sized crop of good oats and_ barley 
with corn crop distinctly uncertain. 
General industrial and financial condi- 
tions continue good. The consump- 
tion of dairy and poultry products is 
steadily increasing and encourages the 
expectation of continued growth in the 
commercial mixed feed business. 
“Competition among manufacturers, 
however, continues to be fierce and 
unit profits small. Our industry is 
cevercrowded in comparison with the 
developed business. This condition 
calls for the most intelligent manage- 
ment, zreat efficiency in preserving un- 
iform quality of shipments, utilization 
of modern stream production methods 
to the greatest possible extent,. and 
the elimination of certain types of spec- 
ulation. 
“The date is near when a large num- 
ber of the manufacturers annually be- 
gin their drives for season business 
on dairy feeds, before the northern 


crops of hay and small grains are © 


made. Immediately we will all jump 
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in together and start buying corres- 
ponding lots of mill feeds, cottonseed 
meal, linseed meal and anything else 
we can use, we! will bid up the prices 
on ourselves and our customers when 
the first principle should be to get our 
goods to the feeders as low as pos- 
sible, in order to compete with local 
grains and fall pastures. After the 
rush is over what is more natural than 
a break in prices of ingredients? In 
“view of ihe fact that 
grains and mill feeds 
are very high at this 
j time and the opportunity 
: for a profit in specula- 

tive purchases. corres- 

pondingly lessened, 

would not the summer 

of 1927 be a good time 


to sell our customers 
only what we. believe 
they can use in 60 
days?” 


McMillan’s Report 
D. W. McMillen, vice-chairman of 
the executive committee, presented the 
report on the activities of his group. 
Mr. McMillen called attention to the 
work of the association in holding con- 
ferences at Chicago and Buffalo in an 
effort to get manufacturers to see the 
fallacy of excessively long term sales 
contracts with prices guaranteed 
against decline. 

Another important problem consid- 
ered by the executive committee, Mr. 
McMillen explained, was that of co- 
operative advertising. H. A. Abbott 
of the Albert Dickinson Co., Chicago, 
was selected as chairman of the adver- 
tising conference and E. B. Savage of 
the International Sugar Feed Co., Min- 
neapolis, introduced the principal 
speaker, Murray Guthrie, of the Har- 
rison-Guthrie Agency, Minneapolis. 
Mr. Guthrie presented a survey made 
by his company, outlining the benefits 
likely to be obtained in the feed in- 
dustry from a well-organized and in- 
telligently-conducted program of ad- 
vertising. 

Co-operation in Industry 

Mr. McMillen also referred to the in- 
creased emphasis being placed on serv- 
ice in the feed industry by calling at- 
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tention to the way feed manufacturers 
are co-operating with agricultural col- 
leges and experiment stations, to the 
ethical and honest advertising of feed 
manufacturers and to the expensive 
laboratory and field experimental work 
conducted by individual feed manufac- 
turers. 

Secretary L. F. Brown reported in 
detail on the work of his department 
during the year. Everybody knows 
Secretary Brown as an untiring worker 
for the advancement of the feed indus- 
try but few can realize how much he 
is really doing. Traffic manager R. M. 
Field reported on the work of his de- 
partment and the association’s traffic 
committee and Treasurer W. A. An- 
derson presented a report showing that 
the finances of the association are in 
good order. 


Dr. E. B. Hart’s Address 


The feature address of the conven- 
tion was delivered by Dr. E. B. Hart 
of the University of Wisconsin. He 
spoke on the subject, “Calcium and 
Phosphorus in the Livestock Industry” 
and emphasized his various points with 
the aid of lantern slides. To reprint 
Dr. Hart’s address in full could not do 
justice to the fund of information he 
presented, much of which more or less 
informally in response to questions or 
as recalled by the various slides. 

Among other things, Dr. Hart ad- 
vised the feed manufacturers that leg 
weakness and rickets in poultry and 
animals is caused by lack of calcium 
carbonate in the bones. This condi- 
tion can be prevented if vitamin “D” 
is included in the ration. Vitamm “D” 
does not of itself supply calcium car- 
bonate or build bones, but it helps in 
the assimilation of calcium carbonate 
and therefore in the building of bones. 


How to Supply Vitamin “D” 

Dr. Hart explained several ways in 
which vitamin “D” could be supplied 
to poultry and animals as follows: (1) 
By exposure to direct sunlight. (2) 
By exposure to artificial ultra violet 
rays. (3) By feeding a ration all or 
parts of which were treated by ex- 
posure to artificial ultra violet rays. 
(4) By feeding a ration including cod 
liver oil or some other ingredient with 
vitamin “D” potency. 

In speaking of cod liver oil, Dr. Hart 
said that it was ordinarily unnecessary 
in feeds throughout the year where 
poultry can be exposed to sunlight 
that cod liver oil does not deteriorate 
in vitamin “D” potency under ordinary 
conditions within a reasonable length 
of time even when mixed, in feed: and 
stored in bags, that all cod liver oil 
does not have the same vitamin ‘D” 
potency, that a mixture of from % to 
5 per cent of cod liver oil with 2 per 
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Bright Side Of The Convention 


M. M. Nowak, Nowak Milling Co., 
Hammond, Ind.—Here’s some glasses, 
gentlemen. I am losing money sell- 
ing them to you at 50 cents apiece, 
and you'll lose money if you buy one. 
Perhaps a glass will come in handy 
and here’s your chance to get one. 

* Ok 

Orrie McCray, Pillsbury Flour Mills 
Co., Minneapolis—We don’t feel that 
we are any better .than the rest of 
you fellows, but you will admit that 
there are some advantages to having 
a compartment. Mr. Rosekrans and 
Mr. Mowat are in here with me and 
you fellows are welcome to come in 
and share whatever we may have. 

* * * 

S. C. Smith, Darling & Co., Chicago 
—There is a new member added to the 
Smith family almost every minute but 
we are expecting a little fellow who 
is going to have them all beat. If you 
attend feed conventions in years to 
come you will probably meet him. 

Ok 

Charles R. Decker, Chase Bag Co., 
Milwaukee—I play golf for exercise 
and the more strokes I take the more 
exercise I get. 

Bob Chapin, Chapin & Co., Chicago 
—Doctor Hart and I are old friends 
and he knows more about feeds and 
feeding than anybody else, which in- 
cludes myself. At the same time, after 
you hear him you will know why Cha- 
pin feeds are as good as they are. 

* * 

J. V. Lauer, Chas. A. Krause Milling 
Co., Milwaukee—Everybody thinks I 
lcok like Al Smith. I’d like to make 
some money honestly. Do you think 
1 could capitalize on the resemblance? 

* Ok 


W. E. Suits, Quaker Oats Co., Chi- 


cent as a good average is necessary 
for feeding results. In response to 
cuestions he said that other fish oils 
and Menhaden fish oil in particular, 
often have good vitamin “D” potency. 
Walker Leads Conference 

W. D. Walker, of the Arcady Farms 
Milling Co., Chicago, was chairman of 
the luncheon meeting of sales mana- 
gers and buyers Thursday noon. A. 
G. Philips, of the McMillen Co., Fort 
Wayne, Ind., explained good results 
cbtained by his company in co-operat- 
ing with agricultural college officials 
and county agents. A. T. Pennington, 
of the Royal Feed & Milling Co., 
stressed changes in the feed industry 
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cago—We make our money merchan- 
dising feed, not speculating. It was 
my own dollar that I lost to Max 
Nowak, and not the company’s. 


* * * 
L. F. Brown, American Feed Man- 
ufacturers’ Association, Chicago—It 


takes more than a secretary to put a 
convention across. There are so many 
good fellows in the association that 
my work is really easy. 

* 

W. R. Anderson, Flour and Feed, 
Milwaukee—These fellows trust me 
with all the association’s money. They 
have me bonded so well that some- 
times I think they’re hoping I will 
destroy the records and make a get- 
away. 

* * x 

Herb Ladish, Ladish Milling Co., 
Milwaukee—It means something to 
make good among one’s competitors. 
That is why I feel so good over the 
fact that everybody applauded my 225 
yard drive at the start of yesterday’s 
tournament. 

* 

Jay Chapin, Associated Corn Pro- 
ducts Manufacturers, Chicago—These 
fellows must all include corn  pro- 
ducts in their rations. If they didn’t, 
they couldn’t look so plump and pros- 
perous. 

* 

C. N. Barrett, Northrup, King & Co., 
Minneapolis—We’re new comers in the 
association and trying to keep up with 
the procession has made me lose a 
lot of hair. 

* 

Art Hessburg, Hiawatha Grain Co., 
Minneapolis—We come to these con- 
ventions to show the Easterners that 
we’re good Americans even if not 
Indians. 


during the past two years, saying that 
manufacturers are now all “seeking to 
learn better formulas and better meth- 
ods of manufacturing and distribution.” 

F. T. Johnson, of the Arcady Farms 
Milling Co. discussed buying problems 
of the feed manufacturer with a special 
reference to conditions prevailing in 
the cottonseed meal market. M. M. 
Nowak, of the Nowak Milling Corp., 
Hammond, Ind., presented a carefully- 
considered plan of co-operative adver- 
tising whereby a group of selected 
mills in various sections of the coun- 
try would divide the territory and pick 
one brand which all would push and 


(Continued on Page Twenty-five) 


WE KNOW 
YOU’LL COME of the Central Retail Feed Association, 

to be held at the Plankinton Hotel, Mil- 
waukee, July 12 and 13. You are going to hear two inter- 
nationally recognized speakers and listen to the views of 


You are going to attend the convention 


other experts in the feed trade. You are going to meet 
friends and make new acquaintances. 

You are going to be assembled with a body working 
for the interests of the feed trade and consequently for you. 
You are going to have a barrel and a half of fun, at the 
entertainments planned by a wide-awake committee. You 
are going to leave your business place, take your wife with 
you and come back again after it’s all over, invigorated 
and bubbling with new ideas. 

The Feed Bag isn’t even asking you to come— it EX- 
PECTS you. Now, go to the calendar and draw.a big 
red circle around July 12 and 13. Feed the canary and 
water the house flowers before you leave. Welcome to 
Milwaukee. 


A LESSON FROM “Dealers Change Business 
MILWAUKEE DEALERS Methods as City Supplants 

Farms.” This headline ap- 
pears on one of the pages of this issue of The Feed Bag. 


In the story which follows below it is a pleasant tale of. 


the way Milwaukee feed dealers have met their problems. 
In it, also, is a lesson. 

Here are a half dozen men in the feed trade pluckily 
sticking to their posts, despite the setbacks they have suf- 
fered. It is a compliment to these persevering dealers, and 
we're glad to have such fellows in the trade. 

Thirty years ago the fathers of these dealers had a 
healthy trade coming in from the farms. The city grew, 
and its boundaries pushed outward and took the trade 
away. But did the sons of these dealers give up? Not by 
any means. They figured things out and changed their 
methods of doing business. Instead of pining for the farm 
trade they stocked their shelves to attract city shoppers. 
They didn’t sell by the load like their fathers, but they 
made the little things count. Now they’re still doing busi- 
ness and making a profit. 

Probably there’s a problem at your door, Mr. Dealer. 
It may be different than that which confronted Milwaukee 
_ dealers, but they’ve shown you a way to overcome it. 
Change your method of doing business, change your 
hat or shoes if necessary. But stick! There’s a big barrel 
of sound advice in this proverb, though its old and worn: 
“Where There’s a Will There’s a Way.” 


IN UNION THERE The Central Retail Feed Associa- 
IS STRENGTH tion has affiliated with the Grain 

Dealers’ National Association. For 
$10.00, a new member joining the central retail body, auto- 
matically joins the national organization. Old members go 
on paying their customary fee of $10.00 and are also full- 
fledged dealers on the lists of both bodies. 

This is a great step forward, and a wise move on the 
part of the Central Retail Feed Association. Legislation 
grows more complicated annually. The grain and feed busi- 
ness often becomes enmeshed in a lot of legal red tape. 
Politicians eye the trade, and unless it can put up a defen- 


THE FEED BAG—JULY, 1927 


sive it will become the goat. 

In the American Federation of Labor is a lesson. This, 
too, is a central body, with local labor unions affiliated. 
It is today the strongest organization in labor. When it 
speaks, it demands attention. 

Grain and feed dealers also must organize nationally. 
To solve local problems only is nearsightedness. The 
broader national ones need a helping hand. Co-operation 
all around, that’s the winning spirit today. 


YOU'RE GUILTY! 
MR. DEALER 


Dare I change my policy to doing 
business on a strictly cash basis? 
Here’s a question before many feed 
dealers today. The books are heavy with dead accounts, 
the bank balance is fading away, the stock is lower, money 
to replenish it is lacking. There are improvements to be 
made, but that’s impossible. The feed dealer has done a 
large volume of business but a large per cent of it was 
the “charge it” kind. 

“Absolutely,” begins the feed dealer, “a cash basis is 
the only thing.” 

Then doubt creeps in. “What about Jones? A good 
friend, steady buyer, credit darned good, but he’s way slow 
in paying?” 

“Here’s Brown, owns the largest dairy farm in the 
county, buys the most feed of any customer. He’s a charge 
man, and month’s behind, but he pays gradually. Gosh, 
I can’t lose him.” And so on down the list until it appears 
to the feed dealer that changing to a cash business means 
closing the doors, and he abandons it.. But why? 

Jones, your friend, with good credit but slow pay, 
buys a lot by mail order. That’s cash. He buys a suit 


of clothes. The clothier tells him if he pays cash he can 
get it at a discount. Jones does. The wife sees a dining 
room set. “$40.00 Cash,” reads a placard, “$50.00 Easy 
Payments.” Jones digs down into his pocket again and 


pays the furniture dealer CASH. On his way back home 
he stops at the elevator door. 

“A ton of dairy ration today, Bill. Charge it.” 

“Sure, Jones is a good friend. He'll pay,” you say to 
yourself. 

There you are! Whose fault is it that the books are 
groaning under dead weight? You're guilty, Mr. Feed 
Dealer. 

Do you suppose Jones or his wife will not buy at the 
furniture and clothing stores because they demanded cash. 
Just the opposite. They'll go there again, and’ they'll pay 
coin without asking. 

Now you see, it’s merely a change of front. Your 
friends will not desert you if you demand cash. Their 
hand shake will be just as hearty, and they'll feel more 
like meeting you oftener when they don’t owe you a cent. 
If they stop dealing with you because you demand your 
money, laugh. They’re not friends. 

So here’s something to mix with the doubtful medita- 
tion when you think of changing to a cash basis. You 
can’t go wrong—on a cash basis. 

After you have made the change you will wonder 
why you didn’t sell on a cash basis sooner. You'll do 
more business, for you can sell cheaper and keep more in 
stock. There'll be less worries and no unpaid bills. 
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CRACKED CORN 


Carefully Sifted For Feed Dealer Consumption 


Are you still married, June grooms? 
Then, you’d better get an early start 
and declare your independence July 4. 

* 
BEFORE AND NOW 

Feed dealers used to wallop their 
sons for stealing their tobacco. Now, 
their daughter sends them to the cigar 
store on the corner to get her a pack- 
age of cigarettes. 

* * * 

There’s nothing new under the sun 
except a model of an automobile every 
week. 


KOK OK 
APOLOGIES TO LINCOLN 
The Motto of Some Customers: 


“All that I have or hope to have I'll 
owe to my feed dealer.” 
A vacation is just another of those 
times when a man has to go where 
his wife wants to. 
OK 
THIS MONTH’S SLOW GUNS 
Watered stock is usually all wet. 


Little things count. Add up the 


small entries on your books and you'll 
agree. 
Selling when business is dull shows 
your keenness. 


SIGN IN PROFITEER’S OFFICE 


$$ $$ 


* * * 


For most of us the ends are singing 
“Till We Meet Again.” 
OK Ok 
MORE LIKE IT 
“FISHING FOR FEED IS 
THRILLING SPORT,” cries a head- 
line in last month’s issue of The Feed 


Bag. We always thought it was 
“FEEDING THE FISH.” 
OK 


WAIT A MINUTE! 

The human who set the exact dura- 
tion of a minute did not adopt it to 
modern times. We move for the fol- 
lowing amendments: 

-Resolved, that a minute in each of 


the following cases should be consid- 
ered to mean these lengths of time: 

1. Woman asking man to wait a 
minute—three hours. 

2. Man who has a minute’s time to 
catch a train—three seconds. 

3. Operator who says manager will 
see you in a minute—twenty-five min- 
utes. . 

4. Man who tells you your luck 
may change any minute—-one hundred 
years. 

* KOK 

By the way, we’ll see you at the 
Central Retail Feed Association Con- 
vention at Milwaukee, July 12 and 13. 
Tell the wife you’re both going, now. 

* * 

Welcome to the offices of The Feed 
Bag when you're in the city—86 East 
Michigan street—second floor. Walk 
in. 


ALLIS-CHALMERS MANUFAC- 
TURING CO., Milwaukee, has issued 
a new bulletin No. 1234, describing the 
A-C vertical grinder which is a new- 
style attrition mill. The bulletin pre- 
sents a lot of information, describing 
the grinder and explaining how it 
works and what it can do. Those in- 
terested may write the Allis-Chalmers 
Manufacturing Co., at Milwaukee, for 
a copy. 


ing Poultry Wheat. 


CORN and OATS 


Fresh Shelled Corn 


BEAUTIFUL QUALITY 


Wisconsin Dealers—Call Cargill for Quotations when in 
the market for Corn, Oats and all other Grains includ- 
We are well equipped to serve you 
either from our new Elevator “E”’ with 1,500,000 bushels 
capacity at Milwaukee or from Cargill Elevators at 
Minneapolis, Superior, Wis. and Green Bay, Wis.. 


Call: Broadway 


3416 


Milwaukee 


CARGILL GRAIN COMPANY 


MILWAUKEE, WISCONSIN 


Receivers and Shippers at Milwaukee, 
Minneapolis, Duluth, Green Bay and 
Buffalo. 


Operating elevators with a total stor: 
age capacity of 10,000,000 bushels at 
well located centers. 
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Central Program Is Balanced Ration 
To Help And Entertain 


Milwaukee Chamber Of Commerce Raises Fund For Banquet Frolic 
~ Halpin, Morrison, Colman, Quinn, Carr, Woodworth Among Speakers 


West will be welcome at the 
second annual convention of the 
Central Retail Feed Association, to be 
held at the Plankinton Hotel, Milwau- 
kee, July 12 and 13. Officers and mem- 
bers of the association are anxious to 
have their friends and competitors 
know of the work being done and 
planned by the association—so come, 
whether you are a member or not. Two 
big, helpful days with plenty of fun 
mixed in, are in store for you. 
Business and discussion sessions of 
the convention will be held both morn- 
ings and afternoons, July 12 and 13. 
Speakers at these sessions will include 
W. A. Hottensen, the officers of the 
assceciation, Charles Quinn, Don 
Montgomery, Jack Carr, and several 
dealers. Professors F. B. Morrison 
and J. G. Halpin of the university, will 
conduct a feeding school for dealers, 
Wednesday morning, July 13. 


E we retail dealer in the Middle 


Banquet Frolic Tuesday 


The big frolic feature of the conven- 
tion will be the annual banquet-dance 
in the beautiful Sky Room of the 
Plankinton Hotel, Tuesday evening, 
July 12. This banquet is expected to 
be the greatest gathering of the feed 
trade ever held in the Middle West. 
The guests will include many promi- 
nent men in the industry. E. S. Wood- 
worth will be toastmaster and Harry 
J. Colman, business counselor to the 
National Retail Lumbermen’s Associa- 
tion, the principal speaker. 

The prettiest girls in Milwaukee, 
and the hottest orchestra, have been 
secured to entertain at the banquet. 
This part of the entertainment is pro- 
vided through the courtesy of the Mil- 
waukee Chamber of Commerce. All 
paid member firms of the association 
will be given* one free ticket to the 
banquet-dance entertainment with the 
compliments of the Milwaukee Cham- 
ber of Commerce. These free tickets 
will be given to represeniatives of the 
member firms at the registration desk. 

Entertainment for Ladies 

For the first time in its short his- 
tory, the Central Retail Feed Associa- 
tion is making plans to entertain the 
ladies at the convention. The ladies’ 
entertainment will not be elaborate 
this year, but all who come will be 
shown a good time and if there is a big 


turn-out, more extensive arrangements 
will be made next year. The ladies 
will be matinee guests of the associa- 
tion, Tuesday afternoon, July 12. They 
will be welcome at the banquet-dance 
entertainment, Tuesday evening, July 
12. They will be conducted on a shop- 
ping tour under the auspices of the 


E. S. Woodworth 


Toastmaster for Central Retail Feed 
Dealers’ banquet. 

Milwaukee Journal, Wednesday morn- 
ing, July 13. 

Lots of fun at the convention will 
be provided by the prizes to be given 
away at the banquet and the various 
sessions. There will be an attendance 
prize at each of the four regular ses- 
sions of the convention. These prizes 
will be awarded by drawing and can 
only be won by retail dealers in at- 
tendance at the session where the 
drawing is made. No dealer can win 
more than one principal prize. The at- 
tendance prizes will include su¢éh items 
as automatic cigar and cigarette light- 
ers, fountain pens, bill folds, pipes, 
etc. 

Many Prizes for Dealers 

Several special prizes will be given 
away at the banquet. The major award 
at the banquet will be a fine wrist 
watch to be given as an attendance 
prize to a retail feed dealer. A pair 
of silver candle sticks will be awarded 
as an attendance prize to one of the 
ladies present at the banquet. Special 
awards will be made to the best look- 
ing dealer, the tallest dealer, the short- 
est dealer, the fattest dealer, and the 
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dealer who travels the farthest to at- 
tend the convention. 

A summary of the convention, pre- 
sented in chronological order, follows: 


Tuesday Morning, July 12 

Registration of members and guests 
at registration desk, mezzanine floor, 
[ankinton Hotel, starting at 8:30 a. 
m. Please register at earliest possible 
moment and purchase banquet tickets 
so as to be sure of your place in the 
banquet hall. Applications for mem- 
bership in the Central Retail Feed As- 
sociation will also be received at the 
desk. 

3usiness meeting (for retail dealers) 
in banquet room, mezzanine floor,’ 
Plankinton Hotel, starting promptly 
at 9:30 a. m., President D. W. Mc- 
Kercher, presiding. W. A. Hottensen, 
president of the Milwaukee Chamber 
of Commerce, will deliver the address 
of welcome. Reports of the officers 
will be presented by D. W. McKer- 
cher, Wisconsin Rapids, Wis., presi- 
dent; David K. Steenbergh, Milwaukee, 
secretary; Bentley Dadmun, White- 
water, Wis., treasurer. Several com- 
mittees will be appointed. Charles 
Quinn, secretary of the Grain Dealers’ 
National Association, Toledo, will de- 
liver the principal address on the sub- 
ject: “What Affiliation with the Grain 
Dealers’ National Means to Members 
of the Central Retail Feed Associa- 
tion.” 


Tuesday Afternoon, July 12 

Discussion meeting (for retail deal- 
ers) in banquet room, mezzanine floor, 
Plankinton Hotel, starting promptly at 
1:30 p. m. This meeting will open 
with a surprise two-act play with a 
moral for feed dealers. Jack Carr, in- 
ternationally renowned advertising 
genius, will deliver the principal ad- 
dress on the subject: “Selling the 
Farmer by Mail.” James H. Vint, 
Union Grove, Wis., will preside during 
the remainder of the session and lead 
a discussion on “Selling Feed for 
Cash”. The discussion will be preced- 
ed by several talks on the subject by 
S. A. LaViolette, Oconto, Wis.; Jule 
Moyer, Lodi, Wis., and A. J. Kujawa, 
Rudolph, Wis. 

Tuesday Evening, July 12 

Get-together banquet-dance  enter- 
tainment (for retailers and wholesalers, 
including millers, manufacturers and 
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jobbers) in the beautiful Sky Room, 
main floor, Plankinton Hotel, starting 
promptly at 6:30 p.m. Don’t miss this 
big frolic. It will be informal and 
all who attend are promised one of the 
biggest times of their lives. 
Wedresday Morning, July 13 
Busy Dealers’ Feeding School (for 
all registered at the convention) in 
banquet room, mezzanine floor, Plank- 
inton Hotel, starting promptly at 9:30 
a m. Professors F. B. Morrison and 
J. G. Halpin, of the University of Wis- 
consin, will conduct the “classes”. 
Many new facts in live stock feeding 
will be presented. The importance of 
some of the new discoveries in feeding 
dairy cattle, swine and poultry under 
practical farm conditions will be em- 
phasized. Bring your note book and 


pencils. Come prepared to get a lot 
of valuable information and ask as 
many questions as you like. 

Wednesday Afternoon, July 13 

Business meeting (for retail dealers) 
in banquet room, mezzanine floor, 
Plankinton Hotel, starting approxi- 
mately at 1:30 p. m. Don S. Mont- 
gomery, secretary of the Wisconsin 
Retail Lumbermen’s Association, Mil- 
waukee, will deliver a short talk on 
the subject: “Organization Work and 
What It Means to Retailers’. The 
auditing, resolutions and nominating 
committees will present their reports. 
Election of officers. Closing discus- 
sion: “What Work Should the Asso- 
ciation Do During the New Year.” Ad- 
journment of convention. 

Officers of the Central Retail Feed 


Ever Since 


BIG 


preciated. 


to use it. 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
BIG JO is not a 
popular priced Brand. It is 
popular only because of its 
superiority, not price. It is 
high priced, but it is economy 


BIG O SELLS BEST BECAUSE 
J IT IS BEST. <——«@ 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


Association at present are D. W. Mc- 
Kercher, Wisconsin Rapids, president; 
Bentley Dadmun, Whitewater, treas- 
urer; David K. Steenbergh, Milwaukee, 
secretary; B. L. Jones, Delavan, a di- 
rector with term expiring in 1929; F. 
Kern, Sparta, director with term ex- 
piring in 1928; and M. A. Joshel, Ge- 
neva, Ill., with term expiring in 1927. 
Three officers and one director are to 
be elected at the convention. The sec- 
retary is appointed for one year term 
each year by the executive committee, 
including all the officers and directors. 


CHARLES KIEFFER estate of 
Cohocton, N. Y., is erecting a new ce- 
ment block mill building and ware- 
house at Atlanta, N. Y. It also has 
purchased new mixing machinery to 
be installed. 


LARRO BUCKWHEAT FLOUR 
CORP., Cohocton, N. Y., closed dur- 
ing the middle of June for installation 
of a new four-section sifter. 


G. B. DENNIS, Berwick, Pa., re- 
cently remodeled his old landmark mill 
in that vicinity. He has installed a 
15 h. p. Fairbanks-Morse oil engine to 
help his overshot waterwheel. He has 
also installed a new grinder and corn 
crusher. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa ° 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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Accounting Urged As A Necessity 
For Business Success 


Advantages Of Uniform System Explained To Feed Manufacturers 
Too Much Enterprise And Too Little Knowledge Causes Failures 


By John B. Edgar 


President, Southern Mixed Feed Manufacturers’ Association 


much enterprise and too little 

knowledge are responsible for most 
failures in business. The death rate 
among American manufacturing indus- 
tries is undoubtedly high. I have been 
told of a big national manufacturing 
industry in which there are now 189 
manufacturers. From 1900 to 1917 
there were 339 failures in this industry. 
Many of us here are old-timers in the 
feed industry. and when we look back 
on the business for the past 25 years, 
we see the path strewn with many 
wrecks, and but few who started have 
come all the way. Of course these 
failures are not due to any one cause, 
but it is a fact that most manufacturers 
who have entered the feed business 
have not been trained for it. 

Failures Due to Ignorance 

In iny judgment, the two main 
causes of failures in the feed industry 
have been, First, Speculation, Second, 
Ignorance. None of us likes to con- 
sider himself ignorant, but it is really 
amazing how little most of us really 
know about our respective businesses. 
We are prone to listen too much to 
what our salesmen and dealers tell us 
about their competitors. We think we 
have to do what we hear some other 
manufacturer is doing, and we don’t 
THINK enough about what we are 
doing ourselves. In an address a few 
years ago before a trade association, 
Charles B. Murphy said: 

“The trade association does things 
that individual manufacturers could 
never do alone. It unites the best 
brains in the industry to work for the 
good of the entire industry. The new 
idea is co-operative competition, or 
competitive co-dperation, whichever we 
choose to call it. It stands for compe- 
tition of the keenest kind, but intelli- 
gent competition instead of ignorant 
competition. The new work of the 
association is to teach the individual 
members to think. That is all—to think 
—think—think—for themselves. How 
can we get the careless competitor to 
come into the association and to think? 
By showing him that it pays. Ignorant 
competition does not pay. Intelligent 
co-operative competition DOES pay.” 


1: is generally conceded that too 


Now, conceding that ignorance is a 
very prevalent disease, it inevitably fol- 
lews that a uniform general account- 
ing system, and also a uniform cost ac- 
counting system would be a great boon 
to any industry. Probably half the 


OU’RE a live wire, fuil 
1M, of ambition, and a hard 

worker. You quickly put 
to use any good idea brought to 
your attention, and you’re one of 
the most progressive business 
men in your community. 

But that’s not enough! 

How much do you know about 
your business? Can you place 
vour finger on the weak spots, 
the bad leaks which are a liability 
to you? Can you sit down, do 
some figuring, and remedy this 
fault? If you’re in doubt about 
your ability to do this, read John 

_B. Edgar’s address to the Ameri- 
can Feed Manufacturers’ Asso- 
ciation as published herewith. 

Uniform accounting is even a 
greater need among feed dealers, 
if that is possible, than among 
manufacturers. 


trade associations in the United States 
have made some effort to bring about 
uniform accounting in their industry. 
The dey artment of commerce tells us 
that only 10 per cent of American man- 
ufacturers know their costs. The loss 
from ignorance of costs is appalling. 

It may therefore be granted that the 
manufacturer must have an accounting 
system which will reveal his costs. It 
is hardly necessary to argue these 
points, and most manufacturers have a 
more or less accurate system of arriv- 
ing at their cost of production and of 
general operation. 

Reasons for Uniform System 

The fabricated production depart- 
ment of the United States Chamber of 
Commerce gives the following rea- 
sons why uniform methods of figuring 
costs should be adopted by trade asso- 
ciations: 

1. Results in a better informed com- 
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petition within the industry. 

2. Strengthens the position of the 
industry in dealing with governmental 
and regulatory bodies. 

3. Provides the “one best way” to 
figure costs in that industry, thereby 
eliminating expensive experimentation 
by the members of the industry indi- 
vidually and independently. 

4. Tends to make the manufacturer 
who works “by rule-of-thumb see the 
advantage of adopting the methods 
which his competitors are successfully 
using. 

5. Reveals lines of individual pro- 
ducts within the industry which have 
been marketed by all members of the 
industry on an unprofitable basis. 

6. Enables the making of compari- 
sons of actual costs on common pro- 
ducts by the accountants of the indus- 
try with the object of eliminating er- 
rors in cost figuring and thereby af- 
fecting further development of the uni- 
form methods. 

Would Produce Stability 

I might add that experience shows 
us that all manufacturers are working 
under very similar conditions, and that 
ii each manufacturer knew that his 
principal competitors in the industry 
were using the same accounting and 
cost methods as he, he would have 
more confidence in his own selling 
values, and a stability would be pro- 
duced in the industry which no other 
one factor could probably bring about. 

The feed manufacturer deals in a 
variety of materials, most of which 
are subject to wide and violent fluc- 
tuation. The consequence is that most 
members of the industry are very much 
inclined to depend upon speculative 
profits. This is the rule rather than 
the exception. It is obvious that any 
business which is based on pure specu- 
lation is on an unsound financial foun- 
dation, and I think it is true that the 
large majority of the successes and the 
failures in the feed business have been 


“due to speculation. This condition has 


a tendency to keep the average feed 
manufacturer from studying his costs 
close enough. He may have a very 
good month or year, on account of 
having been fortunate in purchases. His 
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net results at the end of his fiscal year 
might be very satisfactory, and yet a 
close analysis of his operations would 
reveal that he was selling feed on en- 
tirely too close basis, and had really 
lost money in the manufacturing and 
selling of feed, his profits having been 
due entirely to fortunate speculation. 

For that reason, it was felt that a 
uniform accounting system should sep- 
arate speculative profits on materials 
from profits on operation. Hence, the 


New Elevator 
Profits Here7 


Let us give you a start 
in the making and selling of 
a good poultry mash. 75% 
of a good chick mash is com- 
posed of wheat and corn 
products which you now 
have on your floor and are 
selling and delivering at a 
low price. 


Turn $23.00 Middlings 
Into $75.00 Mash 


All you supply is the mill 
products and labor. We 
supply Jersee Milk Food, 
formulas, advertising to your 
trade, etc. We check and 
test your mixtures without 
cost to you. We start you 
and keep you going. We are 
in business together. Your 
investment is very small. 

This is no experiment. 
Hundreds of elevators are 
making nice profits right 
now. You have no competi- 
tion. 

This new business helps 
mill profits when the grain 
business is slow. 

It is certainly worth your 
while to send the coupon for 
further details. 


THE 
Jersee Co. 
Minneapolis, Minn. 


Attach This Coupon to One of 
Your Letter Bei Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 


GENTLEMEN: 


Send at once particulars regardin, 
sed offer to build up a Poultry Mas 
usiness in this section. 


key to the system suggested by them 
is a separate purchasing department, 
to which all purchases are charged and 
sales of all materials credited. In or- 
der to accomplish this purpose, a per- 
petual inventory is necessary. 
Perpetual Inventory Helpful 

Now the benefits of such a perpetual 
inventory are several-fold. Many mills 
use a perpetual inventory form which 
has a column for contract purchases 
not shipped, another column for pur- 
chases in transit, another column for 
purchases on track which have not 
been unloaded, and still another col- 
umn for the material in their elevator 
or in the mill. By adding the amount 
unloaded today and deducting the 
amount used today, you always have 
the total amount of feed material which 
should be in the mill. 

Such a record is very helpful to the 
purchasing department, not only be- 
cause it gives a quick reference as to 
the amount on hand, the amount on 
track, and the amount in transit, but 
it shows the daily rate of consumption 
of each ingredient, and where kept for 
several years, enables a quick compari- 
sen with previous months and years. 
The careful use of a perpetual inven- 
tory in this way will enable the feed 
manufacturer to buy more nearly in 
accordance with his requirements, and 
a great saving can be effected in the 
way of turning over cash. capital. In 
the second place, such a perpetual in- 
ventory serves as a strict check on any 
errors that are being committed. Some 
mills make a practice of taking inven- 
tory at least once a month, at which 
time they can check their actual inven- 
tory with the perpetual ‘inventory and 
discover any averages or shortages in 
materials before such errors assume 
very large proportions. It is also very 
useful in the case of adjustment. 

Various Profits Divided 

Now then, we are able through this 
simple system of a purchasing depart- 
ment and a perpetual inventory, to de- 
termine with a fair degree of accuracy 
each month the speculation profits or 
losses, divorcing these entirely from 
the profits and losses resulting from 
the manufacturing and selling of feeds. 
We are now in position to tell what 
we should add to the cost of materials 
to cover the ordinary operation of our 
business. It is readily seen that un- 
less such a separation is made, it is 


impossible to tell from your profit and 
loss figures at the end of each month 
or other period, whether sufficient mar- 
gin is being allowed over the cost of 
materials to cover the cost of the vari- 
ous operations. 

Check With Competitors 

One of the advantages of a uniform 
accounting system is that members of 
an industry can check their operations 
with others in the same line of busi- 
ness. It is planned to have those mem- 
bers who adopt our uniform account- 
ing system, file their monthly or quar- 
terly reports with a public accountant, 
to be selected, and this accountant will 
compile these reports, returning to 
each member a statement of the aver- 
age, and probably the high and low 
on each item of expense. In this way, 
each member will have an opportunity 
to ascertain if any of his costs or fig- 
ures are out of line with what they 
should be. 

Such system will not prevent the 
manufacturer who has unusually low 
cost of distribution from taking advan- 
tage of any savings that he can make 
as compared with his competitors, but 
it will certainly post him as to what 
it is costing others to do business, and 
will have a tendency to check any dis- 
position toward destructive competi- 
tion. Most people will make a fair 
profit if they think they can get it. 
They are led to cut prices because they 
think they have to. 

As stated by Mr. Murphy, the new 
idea in American business is co-opera- 
tive competition, or competitive co- 
operation, either way you want to take 
it. No matter what you, as an indi- 
vidual feed manufacturer, may have in 
the way of an accounting system—no 
matter what your policy may be in 
holding up your prices to a fair margin 
above your costs—if the association 
can teach the individual manufacturer 
to think more of his costs, most of the 
evils of the industry will be eliminated. 

We will never eliminate competition 
among ourselves—it is not desirable 
that we should do so—but we can elim- 
inate the kind of competition which 
tears down and destroys an industry, 
and this uniform accounting system is 
a step forward, which I am convinced 
it would pay both the largest and 
smallest feed mill to consider. 

J. E. SALTING has purchased the 
Duffy Feed Mill at Jamestown, N. D. 


ON VALLEY MILLING 


MODERN WATERPOWER MILLS— 


MINNEAPOLIS 


MINN. 
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FARMERS CHOICE SWEET DA/RY RATION 
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Dealers Change Business Methods 
As City Supplants Farms 


Milwaukee Housewives Buy Feed In Packages, Few Ton Lot Sales 
Perseverence And Adaptability Are Greatly To Credit Of The Industry 


waukee feed dealers for perse- 
verance. 

Once verdant pastures are now clut- 
tered back yards and lawns. Street 
car tracks follow the old cow paths. 
The city’s growth has shoved its limits 
far past the' doors of the pioneer feed 
stores and has moved customers and 
business with it. Farmers who drafted 
away heavy loads of feed in their lum- 
bering wagons are now a rarity and 
in their stead comes a city housewife 
who carries away a 10-pound order 
of scratch feed under her arm. 


Still Making Their Profit 

This is the disheartening evolution 
which has come to the Milwaukee feed 
dealers. But they stuck! In the ware- 
houses which their hardy fathers built 
and filled and emptied to the rural 
trade of the prosperous farming. com- 
munity outside of the city limits, the 
sons now pass out small orders to 
meet the city demand for poultry feeds, 
lawn seeds, etc., and they are still man- 
aging to make the business yield a 
profit! 

Otting Bros. Succeed Father 

After a brisk walk from a street car 
stop I 'oomed in the inviting doorway 
of Otting Bros. feed store, 1703 Fond 
du Lac avenue. A good natured indi- 
vidual was scurrying about the store 
to wait on-the women customers who 
had just stepped in. It was Fred Ot- 
ting, one of the brothers. 

Fred’s father, I learned, established 
the business 40 years ago when Indians 
were more numerous than the present 
lamp posts. The pioneer feed dealer 
died in 1911, and the boys, Fred and 
George, took the reins. They have been 
at it since and have built up a busy 
little nook with everything against 
them. 


P= your compliments to Mil- 


Store Interior Is Changed 

When Fred’s dad managed the store 
the interior was arranged differently. 
In the good old days, bales ot nay 
creaked the wooden floor of the eleva- 
tor, bulky feeds were heaped in every 
corner, in piles of sacks, ceiling high. 
Loads came in, and loads went out. 

And now. Packages of alluring hues 
sag the numerous shelves. Advertising 
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covers the walls. Bird seeds, a score 
of poultry mixtures, and all lines of 
merchandise are kept in stock to sup- 
ply the demand of the city customer. 
Packages come in, and packages go 
out. 

But the change was necessary. The 
business sense which Otting Bros. pos- 
sess has enabled them to keep the store 
yielding a profit. Their father sold 
big orders to the farmers who have 
since disappeared. Now his boys are 
making the little things count with 
small articles and more of them. The 
Otting Bros. store is typical of the 
Milwaukee feed establishments. 

Farm Trade Now Unsatisfactory 

“It’s mostly a city business now,” 
George said, returning from outside 
and stopping for a few words. “The 


- farm trade is scattered. Whatever we 


do get is mostly on the books. The 
farmer don’t seem to treat us right. 
When he brings grain he wants spot 
cash, and when he buys he wants it 
charged.” 

They’re a hard working pair, these 
Qttings, and they are one of the 
groups of dealers who have stuck. 


Sighs for “Good Old Days” 

Fred Millbrath & Sons, 993 Teu- 
tonia avenue, is another pioneer feed 
store which is sticking to the post. It 
was started 40 years ago. Mr. Mill- 
brath is rather glum about conditions 
but is determined to stay to the end. 
“T am going to stick, and let the fu- 
ture bring what it wants,” he vowed. 

Mr. Millbrath declares that automo- 
liles have shattered the horse feed 
trade to particles, and that customers 
who buy for dobbin are lost every 
week by the change to motoring. How- 
ever, he is catering to the city poultry 
business in addition to his feed and 
grain which he sells to an occasional 
farmer on the edge of the city limits. 

Making Little Sales Count 

“City business isn’t like the coun- 
try,” he said, shaking his head nega- 
tively. And evidently he recalls the 
days when the farm trade was a profit- 
able one. 

The Millbrath store has a city cus- 
tomer atmosphere, and the shelves are 
heaped with articles of urban demand. 
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Making the little sales count is the 
mainstay of his business. 

A congenial feed dealer is H. A. 
Wille who is in the feed business at 
19th and State streets. 

H. A. Wille Likes Horses 

He iikes horses, and it is to this 
dwindling trade which he caters, des- 
pite the uncertain future. I found him 
working over his books in the office. 
The walls were decked with pictures 
of horses hung aslant. One of the pho- 


_ tographs portrayed the last horse flesh 


used by the Milwaukee fire department. 

Hay and oats are the main products 
which Mr. Wille sells and he does busi- 
ness supplying the customers who still 
maintain the faithful old horse in the 
city. He admits that the motor is 
gaining rapidly and steadily, and is 
cutting deep inroads into the feed 
trade. 

Why Not a Cent a Scent? 

Wille’s feed store can boast of a 
humorous feature. Persons who drive 
down State street stop before it to 
get a scent of the hay. Why not a 
cent a scent, Mr. Wille, and cash in on 
the deal? It’s true. Mr. Wille ob- 
served that persons stopped before his 
store and lingered. At first he was 
under the impression that they were 
waiting for a street car, but discovered 
later that they were enjoying the scent 
of hay drifting from his building. 

Now, there’s one advantage Mr. 
Wille has over the country dealer. And 
it really portrays the great change that 
has come over the feed business with 
the growth of Milwaukee. 

Pushes City Poultry Sales 

The northeast section of Milwaukee 
gets its feed supplies from J. B. Held 
& Sons, 1357 Green Bay avenue. Held’s 
is a feed store that has evolved with 
the times and is making good in the 
poultry line. Jacob and George Held, 
brothers, manage the place. “Jake” 
was bustling about the store when I 
entered, and after the customers left 
we talked. 

In connection with their feed store, 
I learned, the Held brothers maintain 
a hatchery which yields over a quar- 
ter million chicks yearly. First they 
hatch the downy birds, then they sell 
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Fish Meal 


Supplies Protein, Bone, 
Phosphate and Iodin for 


Poultry, Hogs and 
Cattle 


This perfected feed supplement com- 
bines all the essentials for rapid, 
healthy growth. It is made from 
freshly-caught Menhaden fish which 
have been thoroughly cooked and 


1% fibre. 


SAMPLES AND PRICES 
UPON REQUEST. 


Charles M. Struven & Co. 


114-C S Frederick Street 
Baltimore, Maryland 


finely ground. Contains less than. 


them to their customer, and later sup- 
ply the feed. A profitable cycle. 

“The way to do it,” says Jake. 

And I agreed. 

Live Chicks Attract Business 

Thus, Held brothers have conformed 
with the times. They have proved the 
old adage that “where there’s a_ will 
there’s a way.” Flour and feed are 
handled as of old, but they are merely 
a side issue compared to business done 
in poultry sales. 

In the window of the Held store 
live chicks are displayed.° They at- 
tract everyone, and the sales results 
are gratifying. Passers by who see 
the chicks get an impression. When 
they think of putting poultry in their 
back yards they go to Held’s. Conse- 
quently, they get their feed at the 
same place. Work’s fine, doesn’t it? 

Makowski Attracts Farmers 

Practically the only feed store which 
can declare that it has a large farm 
trade is the establishment of S. Ma- 
kowski, 809 Lincoln avenue. And that 


‘is because of an unusual method of 


doing business, and “Tony” Makow- 
ski who has charge of the store owned 
by his father and several brothers. 

I found it easy to get acquainted 
with Tony. Taking a joke, telling one, 
making customers feel at home, and 
dispensing business with pleasant 


words, he has gained the favor of 
farmers on the outskirts of Milwau- 
kee’s south side, and they drive miles 
te do business with him. 

Good Dealers and Farmers 

And there’s another reason. Tony 
knows his oats in the feed business. 
The Makowski’s own a 330-acre farm 
near Waukesha, keep 25 pure bred 
Holsteins, belong to a cow-testing as- 
sociation, and are successful dairymen. 
On the farm Tony experiments with 
feeds, and then advises the farmers. 
They have confidence in his sugges- 
tions for they know he puts into prac- 
tice what he preaches. He knows ra- 
tions from A to Z. He studies farm 
papers and absorbs the advice of feed 
dealer magazines. That’s why the farm 
trade comes in. Farmers wish to do 
business with farmers, and the Ma- 
kowski’s are both good dealers and 
farmers. 

And that brings back perseverance. 
Sticking to the post eventually pays. 
It takes those good old characteristics 
oi stamina and foresight which Mil- 
waukee dealers have shown to make 
any business succeed. 

And when I ramble your way in our 
old Ford, may I find you, too, stick- 
ing to the post. Sit tight. I’m com- 
ing some day, and I’ll be glad to meet 
you. 


Ideal for making chick growing and developing grains 
and intermediate scratch feeds. 
corn, wheat, groats, barley, rye, peas, milo, kaffir and 
millet to any size desired. It will also grind grain. 


Capacity 200 to 2000 pounds per hour. 
Kept in Stock for Quick Shipment. 


- Hundreds of these wonderful little machines will be used this spring 
by those selling poultry mixtures. 


We are sole manufacturers of Stimmel’s Patent ‘‘Grinds-on’’ Mill 


Cracks or granulates 
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Eastern Dealers Profit And Play 


At Federation Convention 


Two Hundred Attend | 1th Annual Meeting At Buffalo, June 28-29 
Olson, Quinn, Steenbergh, True Are Speakers, Officers Re-elected 


ARKING the celebration of 
M one and one-half years of new 

life and renewed activity un- 
cer the capable leadership of Secretary 
W. A. Stannard, the Eastern Federa- 
tion of Feed Merchants held its 11th 
annual convention at the Hotel Buf- 
falo, Buffalo, New York, June 28 and 
29. 

The federation had been sleeping for 
a brief period prior to the time Mr. 
Stannard took the reins as secretary, 
but in the past 18 months it has push- 
ed forward for the advancement of 
the feed trade in a way that has made 
up for all lost time. In his report to 
the convention Tuesday morning, Mr. 
Stannard enumerated the following ac- 
complishments of the federation: 

Fosters Trade Friendship 

The federation has fostered a more 
intimate friendship and better feeling 
between various factions in the indus- 
try. It has been responsible for the 
better understanding between manufac- 
turer and merchant, which exists to- 
day. Mr. Stannard believes the pro- 
motion of this friendship has been the 
greatest accomplishment of the federa- 
tion. 

As an outgrowth of better under- 
standing between feed dealers and feed 
manufacturers, the federation has made 
progress toward elimination of the car- 
door selling evil. Toward this end, a 
committee, including representatives of 
the Eastern Federation of Feed Mer- 
chants, the New York Feed Manufac- 
turers’ Association and the American 
Feed Manufacturers’ Association, has 
drafted a definition of “What Consti- 
tutes a Feed Dealer”. The definition 
follows: 

Define Retail Dealer 

“A retail feed merchant, to be elig- 
ible for membership in the Eastern Fe- 
deration of Feed Merchants, shall be 
an individual, partnership, corporation 
or association, maintaining a place of 
business open at regular hours daily 
and carrying an assorted stock of feeds 
to meet the reasonable demands of the 
community which it is intended to 
serve.” 

The members of the committee 
which formulated the above definition 
of a feed dealer, were: F. M. MclIn- 


By E. C. Spencer 


tyre, Potsdam, N. Y., Chairman; M. J. 
Peck, Cortland, N. Y.; Louis Bush, 
Lowville, N. Y.; Samuel Deiel, Pine 
Plains, N. Y.; representing the East- 
ern Federation of Feed Merchants; 
Lloyd Hedrick, Purina Mills, Buffalo, 
and C. W. Carpenter, Larrowe Miil- 
ing Co., Detroit, representing the Am- 
erican Feed Manufacturers’ Associa- 
tion; George Todd, Maritime Milling 
Co., Buffalo, and A. C. Palmer, Tioga 
Mill Co., Waverly, N. Y., representing 
the New York State Feed Manufactur- 
ers’ Association. 
Growing Membership Reported 

Growing membership in the federa- 
tion and enthusiasm in the work of the 
association were also mentioned as ac- 
complishments’ of the past year. Mr. 
Stannard expressed great appreciation 
of the unselfish service rendered by 
the members of the various associa- 
tion committees. He commented on 
the fact that interest in the Feed Mer- 
chants’ Bulletin is growing and ex- 
pressed the hope that the Bulletin 
would soon be given sufficient adver- 
tising support to pay its cost. 

Other accomplishments of the asso- 
ciation include the organization of local 
clubs of feed dealers for the purpose of 
solving the problems of the various 
communities, and the functioning of an 
advisory council, made up of represen- 
tatives of all the various local groups 
affiliated with the federation. 

Mr. Stannard emphasized the fact 
that the federation is not a policeman 
and that its members are beginning 
to recognize that fact. “No real good 
can be accomplished with force,” he 
said. “Reason and the fosterihg of a 
better mutual understanding are the 
proper methods of procedure.” 

Olson Explains Appraisals 

The opening session of the conven- 
tion was called to order at ten o’clock 
Tuesday morning, June 28, by Presi- 
dent W. S. Van Derzee, and an ad- 
dress of welcome was delivered by 
Hon. Frank X. Schwab, mayor of the 
city of Buffalo. Mayor Schwab’s wel- 
come was ably seconded by W. H. 
Buckley, secretary-manager of the Buf- 
falo Convention and Tourist bureau. 

L. H. Olson, of New York City, 
vice-president of the American Ap- 
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praisal Co., discussed “The Value of 
an Appraisal”. Among other things, 
he stressed the usefulness of knowing 
the value of one’s property in buying 
insurance, getting fire losses, plant ac- 
counting and sales and mergers. He 
described the typical procedure of his 
company in making appraisals. 

Eugene Morris, of Albany, N. Y., 
staff artist of the Feed Merchants’ Bul- 
letin, gave the dealers some good ad- 
vice on putting art in advertising. He 
emphasized the fact that art gives ad- 
vertising much added value and that 
it was not necessarily expensive, be- 
ing available to dealers who wanted it 
at a very reasonable fee. 

Quinn Explains Politics 

The feature speaker of the morning 
was Charles Quinn, of Toledo, Ohio, 
secretary of the Grain Dealers’ Na- 
tional Association. Mr. Quinn ex- 
plained why his organization was op- 
posed to farm relief legislation of the 
type of the McNary-Haugen bill. 

“The Grain Dealers’ National,” he 
said, “is not opposed to the co-opera- 
tive movement of the farmers going 
into business. It is opposed to the 
government taking our money, the 
money that we pay in as taxed, to fi- 
nance a competing system, which has 
not been proven successful in places 
and forms in which it has been tried.” 

Tuesday afternoon, the Buffalo mills 
and elevators held open house and 
groups of convention dealers inspected 
the plants of the Park & Pollard: Co., 
Eastern Grain Corp., Washburn Cros- 
by Co., Pillsbury Flour Mills Co., Rus- 
sell Miller Milling Co., and the Ral- 
ston Purina Co. 

Annual Banquet Tuesday 

More than 200 members of the fed- 
eration, with their guests and ladies 
were present at the annual banquet 
and entertainment Tuesday evening. 
H. C. Elwood, of the Colonial Salt Co., 
Buffalo, was toastmaster. Speakers in- 
cluded Dr. Harry W. Rockwell, head 
of the New York State Normal Col- 
lege, Buffalo; W. J. McKibbon, of 
Hecker-Jones-Jewell Co. and president 
of the Buffalo Flour Club, and Secre- 
tary Stannard. The Buffalo commit- 
tee, headed by E. W. Mitchell, of the 
Consolidated Feed & Grain Co., can 
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not be praised too highly for the splen- 
did entertainment which enhanced the 
fine dinner served by the Hotel Buf- 
falo. 

David K. Steenbergh, of Milwaukee, 
managing editor of The Feed Bag, and 
secretary of the Central Retail Feed 
Association, addressed the convention 
Wednesday morning, on the subject, 
“Selling Feed for Cash, and How Some 
Dealers Get Away With It”. He told 
of the experiences of Wisconsin deal- 
ers who had changed from a credit 
to a cash basis of doing business. 

Eastern Cash Dealer 


Following him, an Eastern dealer, 
L. L. Warner, of Niobe, N. Y., presi- 
dent of the Mutual Millers and Feed 
Dealers’ Association, came forward to 
say that he was conducting his busi- 
ness on a strictly cash basis and had 
been doing so, since Nov. 1, 1914. Mr. 
Warner said that after 22 years of ex- 
tending credit to his patrons, he had 
discovered that he was holding the bag 
and that his customers were paying 
cash for automobiles and other luxu- 
ries while he was using shoe leather. 
“If you want to end most of your 
Lusiness troubles,” he said, “make up 
your minds to sell your feed for cash 
and join the Eastern Federation of 
Feed Merchants. If you continue with 
your charge accounts, you will even- 
tually have to go out of business to 
collect the outstanding money or the 
job will be left to your executors.” 

Lionel True, of Springville, N. Y., 
spoke briefly on the subject of com- 
parative power costs, figuring in his 
estimation the cost of fuel, and gas as 
compared to electric power. 
erly 


If prop- 
installed, he declared, electrically 
driven motor power will reduce the 


cost of insurance to such an extent 
that it will more than pay for the ex- 
tra cost of fuel power in the long run. 
He also pointed out that the dealer 
can give better service with an elec- 
tric motor, due to the fact that the 
mill is started with the mere pressing 
of a button, and the farmer has _ his 
feed ground in the time that it would 
take to start fuel power machinery. 


Officers All Re-elected 


Officers and directors of the federa- 
tion were re-elected as follows: Pres- 
ident, W. S. Van Derzee, Albany, N. 
Y.; vice-president, A. J. Thompson, 
Wycombe, Pa.; treasurer, Frank T. 
Benjamin, Canastota, N. Y.; and sec- 
retary, W. A. Stannard, Albany; direc- 


tors: George H. Strong, Warwick, N. 
Y.; Reeve Harden, Hamburg, N. J.; 
R. W. Kent, E. Providence, R. IL; 


T. P. Gaines, Sherburne, N. Y.; H. R. 
Wilber, Jamestown, N. Y.; F. M. Mc- 
Intyre, Potsdam, N. Y.; S. F. Virkler, 
Castorland, N. Y.; F. A. Wyckoff, E. 
Stroudsburg, Pa.; M. S. Waldorff, 
Olean, N. Y.; J. A. Sturges, Easthamp- 
ton, Mass.; C. E. Kiff, Delhi, N. Y.; 
C. B. Tyler, Meshoppen, Pa., and Hu- 
let D. Clark, Westtown, N. Y. 


A special program was arranged 
for the ladies. Tuesday morning they 
were taken on a_ sight-seeing trip 


through Buffalo and vicinity, terminat- 
ing at the Roycroft Inn, East Aurora, 
N. Y., where they were luncheon 
guests of the Buffalo committee. Tues- 
day evening they attended the regular 
convention banquet and entertainment. 
Wednesday morning the ladies were 
conducted on a shopping tour through 
the principal stores of Buffalo and in 
the afternoon they joined the men in a 
frolic and picnic at Crystal Beach, Ont. 


86 East Michigan Street 
MILWAUKEE, WISCONSIN 


Count me in. 


Your Name 


‘= Pin a $10 Bill 
To This Coupon 
And Mail Today —— 


CENTRAL RETAIL FEED ASSOCIATION 


I’m a retail feed dealer who believes in the work 
of the Central Retail Feed Association and I want to help. You 
will find check for $10.00 paying 1927 dues enclosed. Please send 
membership card and certificate for framing. 


Firm Name 


Address 


es 
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Convention Personals 


REEVE HARDEN, Hamburg, N. 
J., was greatly missed the second day 
of the Buffalo convention, but had the 
sympathy of the convention in the 
less of his father-in-law, whose death 
had called him home. 


H. A. STANNARD, Albany, N. Y., 
is one man who admits he is not hu- 
morous. We wish he would put his 
enthusiasm back of a club organized 
to subdue some of the fellows who 
think they are. 


FRANK T. BENJAMIN, 
ta, N. Y., as treasurer of the associa- 
tion, proved that he can hang onto 
money better than he can keep his 
hair. His report showed the financia! 
condition of the federation to be very 
sound. 


Canasto- 


W. H. PARKER, Waterford, Pa., 
and his son, E. W. Parker, brought a 
camera to the convention and kindly 
consented to serve as official photog- 
raphers for The Feed Bag. We hope 
to reproduce some of their work in our 
next issue. 


H. F. “BALDY” PAGE, Franklin- 
ville, N. Y., told a story of an 8-pound 
trout caught near Franklinville recent- 
ly. We suggest that somebody “page” 
President Coolidge. 


A. B. ARCHER, Conewongo, N. 
Y., was one of the veterans in attend- 
ance. When Mr. Archer was 49 years 
old, he played shortstop and third base 
with a team which won 20 out of: 23 
games during the season. 
spry and active man. 


A mighty 


JOHN PICKENS, 
Phelps & Co., Thompsonville, Conn., 
was greatly interested in the discus- 
sion on cash vs. credit, as his company 
has a very large book account. The 
firm handles hardware and implements 
as well as feed. 


of George S. 


HADDEN CO. MOVES 
Owing to a large increase in busi- 
ness, The Hadden Grain Co., Milwau- 
kee, Wis., has moved to larger quar- 


ters, in ground floor offices in the 
Chamber of Commerce building. 
They have installed in their cus- 


tomers’ room a Trans-Lux Ticker Pro- 
jector, or Day Light Movie Machine 
which flashes continuous quotations of 
the Chicago market on an illuminated 
tape. 
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Comply With All Terms Of Lease 
To Protect Legal Rights 


Carefully Note Stipulations Relative To Surrender Or Renewal | 
Courts Must Uphold Letter Of Contract In Cases Of Controversy 


S a general rule, where a mer- 
A chant rents or leases a business 

location he desires it for a con- 
siderable length of time. It follows, 
that leases of this kind usually run for 
at least a year, perhaps for a term of 
years, and contain stipulations relative 
to their surrender or renewal, where 
this is provided for. 

In view of this, a merchant should 
be familiar with terms of this kind that 
may appear in his lease, and make it 
a point to substantially comply with 
them. This is true because a failure 
to observe the terms of a lease, either 
in its surrender or its renewal, may 
result in a liability or loss to the mer- 
chant. Now, let us see. 

Lease Surrendered 

In one case of this kind, a written 
lease for certain property was entered 
into. The lease was for a term of one 
year, and, among other things, con- 
tained the following renewal clause: 

“This lease will renew itself from 
year to year unless either party notifies 
the other with 30 days’ written notice 
before its expiration.” 

Now, by the terms of the lease the 
. first year expired on September 30. 
The merchant did not desire to retain 
the place, so on September 9, a writ- 
ten notice of surrender was given the 
landlord, and the premises were va- 
cated on September 30. 

Following this, the landlord failed 
to obtain another tenant, and, after 
the property had stood vacant for three 
months, brought suit for the rent under 
the lease. This action was based on 
the contention that since the full 30 
days’ notice of surrender had not been 
given the lease, by its terms, was re- 
newed for another year. 

The trial court held that the notice 
given on September 9, was a substan- 
tial compliance with the lease, and 
gave judgment against the landlord. 
The latter appealed, and in passing 
upon the question raised, the higher 
court said: 

Landlord Entitled to Rent 


. “It is clear that the parties them- 
selves contracted with the idea that 
the renewal of the lease was depend- 
ent upon 30 days’ written notice be- 
fore expiration. The very language 
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makes the period of time, to wit, 30 
days, one of the essential elements of 
the contract. 

“Inasmuch as it clearly appears from 
the record that the defendant [mer- 
chant] was in default in giving 30 days’ 
notice * * * the court erred in 
rendering judgment for the defendant, 
and it cannot be so found = on 
the ground that there was a substan- 
tial compliance with the contract, be- 
cause substantially one-third of the 
period of time had expired before plain- 
tiff [landlord] had received notice of 
the intention of the defendant to va- 
cate the premises ‘and terminate the 
lease. * * * A judgment in favor 
of plaintiff is the judgment which the 
court below should have rendered. The 
judgment of the lower court is hereby 
reversed.” 

So much for the importance of care 
in following the terms of a lease when 
it is to be surrendered, and now let us 
turn to a case involving the renewal 
of a contract of this kind. For pur- 
poses of illustration the following will 
serve. 

Attempted Renewal of Lease 

In one case of this kind, property 
was leased for a certain period and 
the merchant had the option of renew- 
ing the lease at its expiration for a fur- 
ther period of two years. Upon the ex- 
piration of the lease, the merchant gave 
notice that he renewed the lease for a 
further period of one year. 

The landlord refused to accept this 
attempted renewal for one year, and 
brought suit for possession of the 
premises. The lower court found for 
the merchant, but on appeal the higher 
court in reversing this judgment, and 
in finding for the landlord. said: 

“Under the judgment the defendant 
[merchant] may quit the premises, 
without incurring any liability there- 
fore, on the 3lst day of October, 1924, 
vhile, under the terms of the lease, the 
exercise of his right of renewal would 
impose upon him the legal obligation 
to hold the premises * * * until 
October 31st, 1925. In other words, 
the defendant’s option was to renew 
the lease for a further period of two 
years, not for one year only.” 

In the light of the facts and hold- 
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ings of the foregoing cases, it is clear 
that where a merchant desires to sur- 
render or renew a lease he should com- 
ply with the terms of his lease. To 
put it another way, surrenders and 
renewals under lease contracts should 
be performed in accordance with the 
provisions of the contracts, or they 
may not be upheld by the courts. And 
in view of the possible danger of the 
loss, of valuable rights in situations of 
this kind, the point is one that merch- 
ants may well have in mind, when a 
lease is to be surrendered or renewed. 


F. FRANKENKOFF, manager of 
the Boscobel Farmers’ Exchange at 
Boscobel, Wis., was married on June 


28. 


DAWSON PRODUCE CO., Daw- 
son, Minn., will erect a modern eleva- 
tor on the site of the Dawson flour 
mill, which was destroyed by fire last 
December. 


MAJOR S. HOWE, of the Hecker- 
Jones-Jewell Milling Co., Buffalo, N. 
Y., was elected president of the Asso- 
ciation of Operative Millers at Dallas, 
Texas, on June 8. Other officers in- 
clude: Charles E. Robinson, Ogden, 
Utah, vice-president; W. C. Dunn, In- 
dependence, Mo., treasurer; M. F. Dil- 
lion, Kansas City, Mo., secretary. New 
members of the executive committee 
are: Elmer A. Whiteman, Buffalo; L. 
Z. Frederick, Fort, Worth: Hugh Mc- 
Donald, Minneapolis; P. H. Jawson, 
Kansas City. 


McMILLEN DEALERS’ MEETING 

One hundred and twenty-five feed 
dealers, stock feeders and hatchery op- 
erators of southern Michigan, northern 
Indiana and northwestern Ohio were 
guests of the McMillen Co., Fort 
Wayne, Ind., June 15. The visitors 
were eutertained at luncheon and with 
a trip through the McMillen plant. 
D. W. McMillen, president of the Mc- 
Millen Co., spoke on “Merchandising 
Problems”. <A. G. Phillips discussed 
“The Principles of Feeding”, and other 
speakers included George F. Cabler, 
assistant sales manager, and G. A. Hol- 
land, advertising manager. 
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Business Is Good— But 
Cash Is Scarce 


Business is good, but cash is scarce, 

a representative of The Feed Bag dis- 

covered on a trip through southwest- 
ern Wisconsin. 

It’s the best Crushed Oyster One of the dealers in this district 

Shell packed. had a car of corn on the tracks at 9 

a.m. At 2 p. m. it was all sold. In 

You Want the cash register of the feed dealer lay 

PILOT BRAND $25. The rest all went on the books. 


Oyster Shell-Flake Reason for the scarcity of ready cash 


Poultrymen Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 


byword. 

Corn is a little backward, according 
to our representative, but farmers are 
optimistic about the crop and antici- 
pate that a few warm nights will bring 
it up to season. Near Lodi, Wiscon- 
sin, the corn is 10 to 12 inches high, 
and was reported ahead of other sec- 
lions in the state. 


S. H. VAN GORDEN & SON, 
feed, flour and produce dealers at Alma 


among farmers is due to the declining 
F prices of hogs. The porkers are not 
You want to give the Poul- 


trymen what they want, and being sold, and consequently remain 
: to be ted, so “charge it” becomes a 


Center, Wis., also operating stores at 
Hixton, Taylor, and Osseo, have pur- 
chased a new Gruendler hammer mill 
Boecause— with direct connected 50 h. p. motor. 


It’s the advertised brand and 


it’s a sure repeater. 


SCRATCH FEED | 


oo 
as when fed with oo 
PILOT 00 
BRAND oo 
OYSTER SHELL 

EGG MASH 
FLAKE oo ais 
a Will positively produce the maxi- ¢&5 
oo oo 
Mixed Cars mum amount of eggs. 
FOR POULTRY Our Specialty 
OYSTER SHELL 1s «42 These feeds are RIGHT and our prices are RIGHT oo 
Cc R Pp R A T I N Write for samples and prices oo 
=3 WISCONSIN MILLING COMPANY Wisconsin” 
Shell Building, St. Louis, Mo. nS WISCONSIN oo0 
oo 
po 
oo 00 
oo oo 
Do 50 
oo oo 
oo P LAN KIN TON HOTEL 00 
bo 
50 
CONVENTION HEADQUARTERS 
50 00 
ab CENTRAL RETAIL FEED ASSOCIATION 
oo 
o0 oo 
00 oo 
OO oo 
our CAFETERIA = 
SKY ROOM Quality Foods 
oo oo 
oo CAFE Reasonable oo 
Prices 
oo Nationally know oo 
| oo for Quality Food ata 
; oo y oo 
oo oo 
oo. 
as Rooms with Bath Toastie aia) 
oo $2.50 and up Sandwich og 
oo Sh oo 
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a Station Adjacent WALDORF HOTEL, Toledo, Ohio 1 A.M. ae 
KEENAN and ANTHONY HOTELS 
50 Fort Wayne, Indiana ata 
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Dealer Uses Phone To Sell Feed; 
Farmers Listen In 


Covers Many Miles Of Good Territory In Single Evening’s Time 
Calls Prominent Feeders Who Are Customers Io Impress Others 


LEX E. Martin, a Roxbury, 
A Ohio, grain and feed dealer, is 
making sales to farmers by us- 
ing his telephone. Martin takes ad- 
vantage of country folks’ habit of “lis- 
tening-in” on community lines, and the 
stunt is put in effect by recording the 
name, address and phone number of 
each farmer who buys feed at his 
store. Once a month, he goes over 
the list and gives a few of the farmers 
a ring, which is followed by a conver- 
sation, something like this: 
“How do you like the Excello dairy 
feed by this time, Mr. Smith?” 


” 


Names Many Items 
“Glad to hear it. We have another 
car of this feed priced at $3.00 per hun- 
dred. We are offering chop of the 
same grade, at $2.75; middlings at 
$2.90; and a special hog ration for 
$2.00. Have you tried the new Marvo 

mash for poultry, Mr. Smith?” 


” 


“It’s a real egg-maker, and is going 
fast at $3.00. We are now listing a 
complete line of standard chick rations, 
priced from $2.00 to $4.00 per sack. 
Also six different varieties of whole 
grain for home preparation. All these 
items are sold on a strict guarantee of 
satisfaction or your money back. When 
you find yourself in need of any of 
these articles will you give us a call, 
Mr. Smith?” 


“Thank you.” 

Cashes In on a Habit 

“In country districts, the telephone 
line is a busy medium for exchanging 
ideas, plans and suggestions,’ Martin 
explained to me, recently. “Over it, 
the farmer discusses his business, and 
listens-in on the conversation of his 
neighbors. This eavesdropping is tak- 
en in good faith, and a few months 
ago, I decided to make use of it as 
an aid to sales. 

“T number among my _ customers, 
several prominent farmers of each 
community in my territory, so I got 
the habit of using them as verbal ad- 
vertisements. I make my calls to these 
folks about seven o’clock in the even- 
ing, as at that hour farmers are at 
home and most likely to be attracted 
by a ring on the party line. The per- 
son addressed may not be in the mar- 
ket at the time for any supplies from 


my store, but I estimate that at least 
a half dozen of his neighbors are list- 
ening to what we say. They hear Mr. 
Smith recommend my goods, and the 
impression is that I am saving him 
money on feed. That interests the 
listeners, and when I name and quote 
the price of various articles carried in 
stock, they are pretty apt to give me 
a call. In this way, I get acquainted 
and win business from distant localities 
that could not be reached in any other 
way. 

“In these conversations, I manage 
to introduce my line in an interesting 


manner, announcing new items which 
are added from time to time. By ar- 
ranging a discussion, I am able to 
bring out suggestions which are lack- 
ing in printed advertisements. I often 
drive home my point by getting the 
farmer to relate his feeding problems, 
and by giving those of his neighbors. 
Suggestions along this line have added 
many new customers to my list. 

“I find the plan successful at all 
seasons. It is put into service at prac- 
tically na expense, and many miles of 
territory can be covered by telephone 
in an evening’s time.” 


Central Association Joins 
Grain Dealers’ National 


EALERS .who belong to the 
D Central Retail Feed Association 

have also become, automatical- 
ly and without cost, members of the 
Grain Dealers’ National Association. 
The affiliation of these two bodies oc- 
curred last month, when the local as- 
sociation made formal application to 
and was accepted by the national or- 
ganization. 

The cost of independent membership 
in the grain dealers’ organization is 
$20.00. Membership fees in the Cen- 
tral Retail Feed Association are $10.00. 
Henceforth, however, any dealer who 
is already a member or who joins the 
Central Retail Feed Association be- 
comes enrolled; in both bodies for the 
usual fee paid to the central organiza- 
tion. Thus, for $10.00, members will 
receive $30.00 worth of association 
privileges. 

With the affiliation of fhe Central 
Retail Feed Association the Grain 
Dealers’ National has 20 association 
members. Of this group, four are feed 
associations exclusively. They are the 
Eastern Federation of Feed Merchants, 
with headquarters at Albany, New 
York; the Mutual Millers and Feed 
Dealers’ Association, centralized at 
Jamestown, New York: the United 
States Feed Distributors’ Association, 
of Cincinnati, Ohio; and the newly-af- 
filiated Central Retail Feed Associa- 
tion, Milwaukee. Two other organiza- 
tions which are almost exclusively for 
feed dealers are the Vermont Grain 
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Dealers’ Association, St. Albans, Ver- 
mont; and the Massachusetts Retail 
Grain Dealers’ Association, with head- 
quarters at Easthampton, Mass. 

The other 14 organizations joined 
with the national are the Ohio Grain 


Dealers’ Association, Indiana Grain 
Dealers’ Association, Kansas Grain 
Dealers’ Association, Western Grain 
Dealers’ Association, Illinois Grain 
Dealers’ Association, Missouri Grain 


Dealers’ Association, New York State 
Hay & Grain Dealers’ Association, 
Michigan Hay & Grain Association, 
Pacific Northwest Grain Dealers’ As- 
sociation, Northwestern Grain Dealers’ 
Association, Panhandle Grain Dealers’ 
Association, Texas Grain Dealers’ As- 
sociation, Oklahoma Grain Dealers’ 
Association, Colorado Grain Dealers’ 
Association. 

With its affiliated members the Na- 
tional Grain Dealers’ Association acts 
as a centralized body. Concentrated 
efforts of the subsidiary organizations 
through this national body make it 
possible to achieve greater ends in the 
feed and grain business, and to curb 
political agitation which seeks to harm 
the trade. The strength of the Central 
Retail Feed Association is also in- 
creased by the affiliation. 


WILLIAM, OSCAR and AUGUST 
FRANK have purchased the Fox Lake 
Mills, Fox Lake, Wis., from W. J. 
Cochrane & Son. Frank Brothers will 
take possession on September 1. 
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TWO RIVERS EQUITY EXCH. 
has acquired the elevator of Schroeder 
Bros., Two Rivers, Wis. John Wolf 
is manager of the Equity. 


ARENA FARMERS’ CO-OPERA- 
TIVE EXCHANGE, Arena, Wis., has 
incorporated with a capitalization of 
$1,500.00. The incorporators include 
A. O. Roberts, C. H. Roberts, and 
Roy J. Schlough. 


GILBERT GRAIN CO., a farmers’ 
co-operative organization at Gilbert, 
Ta., suspended operations June 16. Of- 
ficials of the organization say that the 
failure was not due to mismanagement 
and re-organization is planned. 


Dealers Hold Booster Meet 
at Wisconsin Rapids 


The first of a series of several dist- 
rict meetings to be held throughout the 
state in the interests of boosting the 
Central Retail Feed Association con- 
vention at Milwaukee, July 12 and 13, 
was held at Wisconsin Rapids, Tues- 
day evening, June 14. 

President D. W. McKercher of the 
Central Retail Feed Association, was 
host to the meeting, and entertained 
with a dinner at the Witter hotel. 
Charles ‘Kellogg, of Kellogg Brothers 
Lumber Co., Wisconsin Rapids, was 
the principal speaker. Mr. Kellogg is 
past president of the Wisconsin Retail 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 
- WM.R. MADDEN 


TO 
UERGER COMMISSION CO. 50 Mitchell Bidg. 


ESTABLISHED FOR OVER THIRTY YEARS 


Milwaukee, Wis. 


Make 
More 
Money 


with this 


GRINDER 


All Steel 
Construction 


Built for 

Professional 

Grinding 
GRINDS ANYTHING 


Alfalfa, Hay 
Grist Screenings 


Standard Parts 


QUICK SERVICE 


Eeing centrally located at Milwaukee 
we can give ~uick service at low ship- 
ping cost. Simple, strong construc- 
tion throughout---nothing to get out 
of order. 


Showing lecxtion of mill in basement or pit. 


The Milwaukee Mill & 


Pulverizer Company 
P. O. BOX 1002 
MILWAUKEE, WISCONSIN 
Write Today for Bulletin 
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Lumbermen’s Association and told the 
feed dealers of the value of organiza- 
tion work. He told of some of the 
accomplishments of the Wisconsin 
Retail Lumbermen’s Association which 
is now 37 years old and has 92 per 
cent of all lumber dealers in the state 
within its membership. He cautioned 
dealers not to expect too great results 
immediately, as it takes several years 
to build a strong organization. 
Dealers attending the meeting in- 
cluded George A. Schlegel, Athens Co- 
operative Produce Co., Athens, Wis.; 
Frank Kern, Sparta Produce Ex- 
change, Sparta, Wis.; M. R. Cotton, 
Follett & Co., Hancock, Wis.; Mel 
Walker, Hancock, Wis.; M. R. Premo, 
Hancock, Wis.; A. J. Kujawa, Kujawa 
Co., Rudolph, Wis.; N. R. Miller, Ru- 
dolph Mercantile Co., Rudolph, Wis.; 
D. W. McKercher, McKercher Milling 
Co., Wisconsin Rapids, Wis.; John 
Koziczowski, J. E. Koziczowski Co., 
Amherst Junction, Wis.; Henry 
Forbes, Arpin Feed Store, Arpin, Wis.; 
A. L. Klinker, New Lisbon, Wis.; 
Cleveland Somers, Mather, Wis. 


C. B. STERN, former vice-president 
of Bernhard Stern & Sons, operators 
of the Atlas Flour Mills at Milwau- 
kee, died at his home near San Diego, 
Cal., on June 20. 


MRS. JOSEPHINE CORCORAN, 
wife of Thomas M. Corcoran, of Cor- 
coran Bros. Co., feed and grain deal- 
ers, Milwaukee, Wis., died recently. 


JOHN THAUER, for many years 
a door keeper at the Milwaukee Cham- 
ber of Commerce, died suddenly at St. 
Mary’s Hospital, of Watertown, Wis. 
Mr. Thauer was hurt in an automobile 
accident, and was apparently recover- 
ing from his injury when he was seized 
with a heart attack. Before coming 
to Milwaukee 15 years ago, Mr. 
Thauer operated a grain elevator at 
Watertown. 


MAYBE IT’S GRIST 

L. J. Radlinger, assistant manager of 
the Farmers’ Co-operative Mill, Marsh- 
field, Wis., decided to hide the day’s 
proceeds on the top of a pile of bur- 
lap bags in the mill instead of plac- 
ing it in the company’s safe. The 
next morning, according to his report, 
the money had disappeared. The 
amount missing is about $600.00 in cash 
and checks. Police are working on 
three clues: That rats carried away 
the roll; that hoboes reported in large 
numbers in the vicinity of the mill had 
stolen it, or that Radlinger had for- 
gotten where he had placed the roll. 
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Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE market on wheat mill feeds 
I has gradually been tending to 


lower levels, but at present 
prices the speculative demand has 
broadened out considerably again and 
many ‘of the principal operators seem 
to be of the opinion that the market 
is not due to go much further in the 
downward direction. 


Bran at the present writing is in an 
easier position than middlings and the 
heavy ‘eeds as most mills have nearby 
bran to sell but have a fair business 
booked ahead on middlings and the 
heavy ieeds. Bids from jobbers and 
mixed feed manufacturers on deferred 
shipment bran and middlings run only 
about $1.00 per ton below the spot 
price. $26.00, Chicago basis, on stan- 
dard bran and $26.50, Chicago, for pure 
bran is quite generally bid for July, 
August and September shipment, while 


limited amounts of July, August and 
September standard middlings have 
been sold at $29.00, Chicago basis. 
These figures run only about $1.00 per 
ton below the prompt quotations. Mills 
for the most part in the Northwest are 
making no special effort to dispose of 
deferred shipment stuff, however, and 
only sales of limited quantities have 
been consummated at the above basis. 

Trade opinion seems to be that a 
very low price on wheat mill feeds 
can scarcely be expected this year and 
the opinion seems to be general that 
bran should not sink below the $22.50 
to $23.00 mark at Minneapolis. Many 
cperators and mixed feed manufactur- 
ers it seems will be ready to take 
hold of the market should these levels 
be reached; in fact, there is consider- 
able buying interest present now at 
levels running about $1.00 per ton over 
these figures. 

There is practically no carryover of 
mill feeds from the last crop and im- 
portant holding and storage points are 


virtually bare of supplies. Quite of- 
ten, for instance, at this time of the 
year space at western lakeports is al- 
ready filled while this year there has 
been no accumulation of stocks either 
in warehouse or at lakeports. 

Although the heavy feeds started to 
show a somewhat easier tone during 
the downward re-action of the corn 
market, an abrupt upward swing in the 
corn market again firmed up these 
feeds. 

The supply of both brown and gray 
shorts in the Southwestern market is 
extremely limited and middlings and 
gray shorts are commanding a good 
premium over the lighter offal. 

The linseed meal market at Minne- 
apolis has recently turned somewhat 
firmer, due to a slight improvement in 
the demand. With production’ very 
small even a small demand tended to 
firm prices easily. As in the case of 
mill feeds, jobbers and mixed _ feed 
manufacturers are hardly expecting 
much of a decline from present levels; 


“Increased Business— Eliminated Competition. 


Greatest Capacity with Lowest UpkKeep”’ 


That’s what Sheppardsville Roller Mills, Sheppardsville, Ky., says of the ‘‘Jay Bee’’ mill. 


“Jay Bee” users will tell you that the “Jay Bee” is the only mill to buy for 
fine, fast, economical grinding, of any grain or roughage. Here is proof: 


“The ‘Jay Bee’ is the master mill among all other mills that I 


ever saw 


inding all kinds of feed and whole wheat flour. You 


certainly have the best feed mill in the world. You may put this 
on record.” T. B. McGehee, Tullahoma, Tenn. 


“We have operated practically every kind of a grinder on the 
market, none of them will come anywhere near doing the job that 


the ‘Jay Bee’ will do; and the ‘Jay Bee’ will 


grind anything 


grown.” Gratz Grain and Milling Co., Adrian, Mich. 


The “Jay Bee” delivers larger 
wer than any other mill. No 
reaker plates. Manganese steel hammers, each having 
sixteen cutting edges, reduce friction to a minimum—keep 
upkeep cost down—replacement parts few. 


We Will Tell You How to Make More Money 


in Your Business 


We can solve your grinding problems. Sizes and styles 
of “Jay Bee” mills to meet every requirement. Write today 
for literature, prices, terms, etc. 


Manufactured by 
The Bossert Corp. 
Utica, N. Y. 


with less horse-_ - 


J. B. Sedberry, Inc. 
160 Hickory St., Utica, N. Y. 


urrs, knives, rolls nor 


Equipped 
with Fatk 


Beware of imitations. 

All infringements will 

be vigorously pros- 
ecuted. 


“JAY BEE”’ 


Standard Direct Connected 


Crusher - Grinder Pulverizer 


Distributed by 
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in fact, many bids have made their 
appearance on the basis of $42.50, Min- 
neapolis, for 34% meal for deferred 
shipment, but mills have not found it 
necessary to accept this price. 

The cottonseed meal market holds 
firm and steady. Although the volume 
of business transacted now is small, 
mills and holders are offering in a lim: 
ited amount only and appear confident 
that still higher prices will 
later on. 

The gluten feed market is steady 
with offerings for the past few weeks 
having come principally from re-sellers 
as most important mills were out of 
the market. Indications. are, however, 


that mills are becoming caught up on 
their orders and it is probable that mill 
offerings will again make their appear- 
ance for July shipment within the near 
future. 

Various feeds today, June 27, are 
quoted for quick shipment, f. o. b., 
Minneapolis, straight carlots, as fol- 
lows: Standard bran, $24.00 to $24.50; 
pure bran, $24.50 to $25.00; standard 
middlings, $27.00 to $27.50; flour mid- 
dlings, $35.50 to $36.50; red dog, $40.50 
to $42.00; 34% linseed meal, $46.00. 


prevail 


PETER R. DUNNER, feed and 
grain merchant for 40 years, died at 
his home in Milwaukee on June 9, 


WHEAT 


SCREENINGS CORN 


Hiawatha!Grain Company 


MINNEAPOLIS, MINN. 


‘*FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 

Get Our Samples and Prices 
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For 40 years White Swan 
flour and feed have been milled 
to meet the demands of dis- 
criminating buyers—and now 
we are too old to change. 


H. J. HINTZ & SON, Pewaukee, 
Wis., have completed building their 
new feed mill, and are now ready to 
install grinding equipment. 


STARTING CHAIN STORES 

It is reported that the Northern Sup- 
ply Co., Amery, Wis., is establishing 
a chain of feed stores in the various 
towns in their territory. 


EUGENE F. HAVEY, who former- 
ly lived at Milwaukee, and who was 
connected with the Armour Grain Co., 
has started in the grain business for 
himself, with offices at 327 South La- 
Salle street, Chicago. 


COD LIVER OIL SUPPLY 


The total output of all Norwegian 
fisheries up to May 21st, amounts to 
66,009 hectolitres of cod liver oil as 
against 107,997 hectolitres at the cor- 
responding date of 1926. The fishing 
season is now so far advanced that the 
output of oil after this date cannot be 
very big. Consequently the recent price 
advances on cod liver oil have been 
fully maintained and all indications 
are that the prices are likely to go 
still higher as soon as the demand 
sets in—Cable report to Gunning & 
Gunning, 97 AB Reade street, New 
York, ‘N. Y. 
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Service To Feeder Stressed 
By Manutacturers 


(Continued from Page Eight) 
contribute to the cost of advertising. 
O’Hay Talks at Banquet 

Capt. Irving A. O’Hay, soldier of 
fortune and broad-minded American, 
who knows the humor and pathos of 
life, was the speaker at the annual din- 
ner, Thursday night. Captain O’Hay 
held the enthusiastic attention of the 
manufacturers as he led them away 
from the cares of business through the 
experiences of “Ernie and I” to a bet- 
ter understanding of true fundamen- 
tals and man’s place in God’s world. 

Dr. B. B. Ross, Auburn, Ala., presi- 
dent of Association of Feed Control 
Officials, delivered an address: “Some 
Notes on Recent Progress in the Field 
of Animal Nutrition,’ Friday morning. 
His remarks were a real contribution 
to the convention. John B. Edgar, 
president of the Southern Feed Man- 
ufacturers’ Association was scheduled 
as the second speaker Friday morning 
to explain “Uniform Accounting”. Mr. 
Edgar was unable to be in attendance, 
so his paper was read by Mr. Penning- 


ton. It is published practically in full 
elsewhere in this issue of The Feed 
Sag. 


Golf Tournament Awards 

The final session of the convention 
was held Saturday morning. F. C. 
Gruetker, of the Cereal By-Products 
Co., St. Louis, announced the result 
of the golf tournament as follows: S. 
J Alexander, of, Crabbs, Reynolds, 
Taylor Co., Crawfordsville, Ind., won 
the blind bogey prize donated by Ar- 
mour & Co. R. M. Field won the large 
club donated by the Cereal By-Prod- 
ucts Co. A. T.Pennington won a dozen 
golf balls, donated by A. F. Seay, of 
the Ralston-Purina Co. for low gross 
score in the qualifying round. The 
president’s prize, donated by Mr. Suits 
for low net score was won by E. W. 
Mitchell, of the Consolidated Grain & 
Feed Co., Buffalo. 

Frank M. Rosekrans, of the Bertley 
Co., Chicago, won the kickers’ handi- 
cap cup donated by Floyd Wilson of 
the Denver Alfalfa Milling & Products 
Co. A. L. Buxton, of the Kentucky 


Chemical Co., Covington, 
away with two awards. He won the 
Swift & Co. trophy for low choice 
gross score, best 18 out cf 36 holes and 
the Penick & Ford trophy. Four men 


Ky., walked 


were tied for the .Penick & Ford 
trophy, and the play-off the 
scores were just one stroke 
apart, Mr. Buxton winning with 


71. The trophy is a traveling one and 
must be won three times for permanent 
possession. Dr. H. R. Kraybill, of 
Purdue University, won the professor’s 
prize, donated by Messrs. Suits and 
Seay. 

Other committees reporting included 
the auditing committee, with J. M. 
Adam, of Anheuser-Busch, Inc., St. 
Louis, chairman; resolutions committee 
with A. F. Seay, chairman; and nomin- 
ating committee with Jane E. Riley, 
Three Minute Cereals Co., chairman. 

President Suits Re-elected 

Officers for the ensuing year were 
elected as follows: President, W. E. 
Suits, Quaker Oats Co., Chicago; first 
vice-president, E. B. Savage, Interna- 
tional Sugar Feed Co., Minneapolis; 
second vice-president, W. R. Smith- 
Vaniz, Royal Feed & Milling Co., 
Memphis; third vice-president, C. A. 
Coddington, Beacon Milling Co., Cay- 
uga, N. Y.; secretary, L. F. Brown, 
Chicago; treasurer, W. R. Anderson, 
Flour & Feed, Milwaukee; traffic man- 
ager, R. M. Field, Chicago. 

Executive Committee.—Chairman, D. 
W. McMillen, The McMillen Co., Ft. 
Wayne, Ind.; H. A. Abbott, Albert 
Dickinson Co., Chicago; G. Az Chap- 
man, Riverdale Products Co., Chicago; 
J. B. Edgar, Happy Feed Mills, Inc., 
Memphis; A. F. Seay, Ralston-Purina 
Co., St. Louis; Searle Mowat, Larrowe 
Milling Co., Detroit. 

Board of Directors.——A. E. Lippel- 
man, Ubiko Milling Co., Cincinnati; 
F. J. Ludwig, Chas. M. Cox Co., Bos- 


ton; G. J. Stone, Universal Mills, Ft.” 


Worth, Texas; D. G. Lowell, Wash- 
burn Crosby Co., Minneapolis; M. M. 
Nowak, Nowak Milling Corp., Ham- 
mond, Ind.; Jim Rapier, Rapier Sugar 
Seed Co., Owensboro, Ky.; Edward 
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Drescher, Alfocorn Milling Co., St. 
Louis; Geo. E. Todd, Maritime Mill- 
ing Co., Buffalo; H. M. Goldsmith, El- 
more Milling Co., Oneonta, N. Y.; 
H. L. Hanes, J. H. Wilkes & Co., 
Nashville, Tenn.; G. W. Selders, Sou- 
thard Seed & Milling Co., Kansas City; 
E. R. Lauer, Chas. A. Krause Milling 
Co., Milwaukee; O. E. M. Keller, J. 
J. Badenoch Co., Chicago; J. M. Wil- 
son, Meridian Grain & Elevator Co., 
Meridian, Miss.; J. M. Adam, Anheu- 
ser-Busch, Inc., St. Louis. 


Registration 

Harold A. Abbott, Albert Dickinson Co., Chi- 
cago; ya F. Ac —_ Oyster Shell Products 
age pa t. Louis; J. M. am, Anheuser-Busch, 

ouis; S. Alexander, Crabbs-Reynolds-Tay- 
lor Co., Craw ordsville, Ind.; Embry E. Anderson, 
Memphis: W. R. Anderson, "Flour and Feed, Mil- 
waukee; J. L. Anderson, Jr., Alfocorn Milling Co., 

t. Louis. 

J. F. Baker, Lamar Alfalfa Milling Co., Lamar, 
Colo.; W arnes, A taley g. Co., De- 
catur, Ill.; C. N. Barrett, Northrup, King & Co., 
Minnea jis: Fred Borries, Ballard & Ballard Co., 
Louies A Bosworth, Cereal By-Products 
Co., Mem hie: & W. Bransford, National Miller, 
Chicago: . G. Brower, Ballard & Ballard Co., 
Louisville; Julien L. Brode, F. W. Brode Corp.. 
Memphis; L. F. Brown, Secretary, Chicago; C. L. 
Burlingham, Breeders’ Gazette, Chicago; A. L. 
Chemica! Co., Covington, Ky.; 

ES Berry, B. F. Gump Co., Chicago. 

D. Carey, J. D. Carey & Co., Chicago; C. W. 
cv in, Chapin & Co., Chicago; Jay Chapin, Corn 
Association, Chicago; R. W. Chapin, 
Chapin & Co., Chicago; G. Chapman, River- 
dale Products Co., Chicago; Coo, 
Snyder & Co., Memphis; C. H. Cotton, Kansas 
Flour Mills, Kansas wok Jos. D. Crump, Chase 
, Memphis; J. C. Curry, Albert Dickinson 
Co., Chicago. 

J. R. Dalton, Co-Operative Manager & Farmer, 
Chicago; Clinton S. Darling, American Dry Milk 
Institute, Chicago; Chas. lecker, Chase Bag 

o., Milwaukee; W. B. Dashiell, Memphis; Edw. 
Drescher, Alfocorn Milling Co., St. Louis. 

Sherman T. Edwards, T. Edwards & Co., 
Chicago; Parker C. Ewan, Little Rock, Ark.; 
H. D. Egly, McMillen Co., Fort Wayne, Ind. 

C. W. Fellows, Marianna Sales Co. ,» Memphis; 
os. E. Flynn, Flynn Bros. Grain & Feed Co., St. 
ouis; C. B. Fretwell, Spartan Grain & Mill Co., 

Spartanburg, S. C.; Guy Fridley, Chicago; J. J. 
a ee wift & Co. , Chicago. 

H. O. Garrett, Federal Feed & Drug Inspection, 
Cincinnati; E. elzer, Penick & Ford Sales 

o., Inc., New Orleans; T. P. Gibbons, The 
Cudahy Packing Margaret Golin, 
Flour and Feed, Milwaukee; reene, Cereal 
By-Products Co. ot. Louis: Greutker, 
Cereal By-Products Co., Buffalo; J. B. Groebner, 
Eagle Roller Mil! Co., New Ulm, Minn.; Allen C 

reer, Bemis Bro. Bag C Indianapolis. 

L. E. Hall, Abingdon Milin & Cattle Feeding 
Ae Abingdon, Ill.; Will A. Hall, International 

—— Feed Co., Memphis: H. L. Hanes, 

Wilkes & Co., Nashville, Tenn.; G. A. Haney, 
Armour & Co., Chicago; L. A. Heatherman, 
Lamar Alfalfa Milling Co., Lamar, Colo.; Elser 
Heater, Cereal By-Products Co., St. Louis; Lloyd 
Hedrick, Ralston Purina Co., Buffalo; J. S. Hen- 
ney, Nickel Plate R. R., Toledo; A. G. grag 
Hiawatha Grain Co., Minneapolis; G. E. Hillier, 
Penick & Ford Sales “7 Inc., Cedar Rapids; 
A. F. Hopkins, Chas. ‘ox Co., Boston: EY: 
Housen, J. Con Chicago: M. 
Howard, H. Grandin Milling Co., ane 
N. Y.; H. H. Humphrey, Northern Milling Co. 
Wausau, is. 

Johnson, Arcady Farms Milling Co., 
Chicago. 


. E. M. Keller, J. J. Badenoch Co., Chicago; 
C. T. Kayhart, Corn Products Refining Co., New 
York City; R. T. +. Rapier Sugar Feed 


» Owensboro, Ky. 


S. Kenney, Pratt Food 
Hammond, Ind.: 


a €. 
Kraybili, LaFayette, 


Ind.: G. G. Keith, Hermitage ills, Nashville, 
Tenn.; G. W. Kraus, Louisville. 
H. H. Ladish, Ladish Milling Co., Milwaukee; 


E. R. Lauer, Chas. A. K 


rause Milling Co., Mil- 
waukee; 


W. F. Loggett, American Miller, Chicago ; 
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Boost The Feed Bag To Firms You Do Business With 


COO 
gg 


SQUARE DEAL Poultry, 
oe Dairy and Hog Feeds— 
| as are good reliable honest feeds— 


00000000000 0000 
0000 


u 
ino CI 


always uniform—and made to 


DEAL AL produce results. 


Why don't you write for samples and 


j REEOs | Prices on our complete line. 


THE DADMUN COMPANY 


WHITEWATER, WISCONSIN 


O00 


00 
00 
00 


Loftwich, C. U. Snyder & Cn. 
n R. Lindsey, Little Rock, Ark.; L. Lipp- 
mann, Penick & Ford Sales Co., New vak City; 
G. Lowell, ‘Co., Minneapolis; 

L. B. Lovitt, L. B. Lovitt & Co., Memphis. 

"D. W. McMillen, McMillen Co., Fort Wayne; 
E. P. MacNicol, Southern Mixed Feed Manufac- 
turers’ Association, Memphis; Van Roy Miller, 
Nutrena Feed Miils, Inc., Kansas City; * 
Marshall, Kentucky Feed & Grain Co., Louis- 
ville; F. W. Martin, Hayes Grain & Commission 
Co., Chicago; Eliot W. Mitchell, Consolidated 
F & Grain <- Buffalo; O. S. Mustad, Myles 
Salt Co., Ltd., New Orleans; Bryant T. Manard, 
Manard. Blackstrap Co., Inc., New Orleans: 
E. F. Morris, Co., Kansas City; 

. Manasse, Worthan Bag Co. , Chicago, 
ficCrea, Pillsbury Flour Mills Gos. Minneapolis. 
ok Nagel, Cudahy Packin Chicago, 

E. Nelson, Denver Hg Milling & Products 
oa Lamar, Colo., M. YS owak, Nowak Milling 
Co., Hammond, Inc.; R. E. Nye, Denver Alfalfa 
Millin Products Co. St. uis. 

E. den, Jr., Hiawatha Co., Jack- 
son, Miss” 


A. L. Pennington, Royal Feed & Milling Co.. 
Tenn.; C. E. Patterson, Denver lfalfa 
Millin Products &.F Denver; A. G. Philips, 
McMi Tien Co., Fort Wayne: John H. Peek, Percy 
— Bag Co.. Buffalo: J. P. Parks, Kansas City, 

J. W. PB Powley, Armour & Co., Chicago. 
i. Reinshagen, Cereal By-Products Co., 
F. M. Rosekrans, Bertley Co., 


Buy 


PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 


Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


ihe Crushed Oyster Shell Company 


BILOXI, MISS. 


MI 


YOUR TRADE WILL LIKE 


NCO | KREAMO 


OIL MEAL Sweet Dairy Feed 
30% Protein 4 1614% Protein 


Straight or Mixed Cars--Quick Shipment 


WE HANDLE ALL KINDS OF MILL FEEDS— 


CORN AND OATS 


Write for Samples and Prices 


MINNESOTA FEED COMPANY 


MINNEAPOLIS, MINNESOTA 


JOIN OUR GANG OF SATISFIED FEED DEALERS 


Chicago: Jim Rapier, Rapier Sugar Feed Cov, 
Ow » y-3 “Jane E. Riley, 3-Minute Cereals 
Co., Cedar Rapi s; F. H. Robertson, Abingdon 
Milling & Cattle Feeding Co., Abingdon, IIl.; 
Dr. Ross, Association of Feed Control Off 
cials, Auburn, Ala.; O. S. Roberts, LaFayette, 
Indiana. 

E. B. Sava: od International Sugar Feed Co., 
Minneapolis; W. Solders, Southard Feed & 
Mill Co., sea City; H. J. Schlafly, Gober’s 
Great 8 Milling Co., Jackson, Miss.; A. B. Schrei- 
ber, Schreiber Millin & Grain Co., St. Joseph, 

0.3 Ralston Purina Cox St. Louis; 
Geo. W. Smith, fF es Dickinson Co., Minneapo- 
is; S. C. Smith, Darling & Cc., Chicago: C. U. 
Snyder, C. U. Snyder & Co., Chicago: E. Sny- 
der, C. U. Snyder & Co., Chicago; avid N. Sos- 
land, Southwestern Miller, Kansas City; David 
K. Steenbergh, The Feed Bag. Milwaukee; G. J. 
Stone, Universal Mills, Ft. Worth, Tex.; Ray 
Strain, Lamar Alfalfa Milling Co., Lamar, Colo.; 
W. H. Strowd, Soft Wheat Millers’ Association, 
Nashville, Tenn.; W. E. Suits, Quaker Oats Co., 
Chicago; O. A. Saar, American Molasses Bas 
New York City: : W. Seibert, McMillen Co., 
Fort Wayne; . K. Shepperd, Cleveland Grain 
Indianapolis. 

L. Theler, Joslin-Schmidt Corp., Cincinnati; 

R. > Taussig, American Molasses Chicago; 

G. Terry, Denver, Colo.: J. “Trenholm. 
Com. Co., Memphis. 

E. C. Van Arsdel, Price Current-Grain Repor- 
ter, Chicago. 

Morris Worthan, Worthan Bag Co., Nashville, 
Tenn.; W. D. Walker, Arcady Farms Milling Ca:, 
Chicago; Wm. H. Wiggin, Northwestern Miller. 
J. M. Wilson, Meridian Grain & Elevator 

Co., Meridian, Miss. 


O. R. SICKERT, of Deutsch & 
Sickert Co., Milwaukee, is spending a 
two week’s vacation at Three Lakes, 
Wis. His post cards indicate that the 
fish are unusually large this year. 


HERMAN FRANKE, of the Fran- 
ke Grain Co., has returned to Milwau- 
kee, after spending a month at his sum- 
mer home in northern Wisconsin. 


The 


Hadden Grain Co. 


300 MITCHELL BUILDING 


4 4 YEARS IN THE 
GRAIN TRADE 
at MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 
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HENRY SNYDER has purchased 
the feed store of Jesse Retherford on 
South Washington street, Delphi, Ind. 


FARMERS’ 
LIVESTOCK. ‘CO: 
feed mill at Boone, la. 


ELEVATOR & 
has installed a 


KRISSINGER & KRALIK, own- 
crs of the Farmers’ Feed & Supply 
Co., Griswold, la., have added new 
machinery and increased the capacity 
of their mill. 


TANVILAGC FEED Des 


Moines, Ia., plan to establish a feed 
mill at Maxwell, Ia. 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you giveit to them 
your profits will be larger. 


Pearl Grit Is Almost 
Ail Lime 

Hens need lots of lime to 
make eggs. Growing chicks 
and young fowls must have 
it if they are to grow and be 
healthy. Feed Pearl Grit and 
see the difference. 


Pearl Grit is a Good 

Grinder 
Pearl Grit is made with sharp 
grinding edges which help the 
fowl get the most from its 
feed. It does what a smooth 
pebblecannot do in the grind- 
ing of the feed in the fowl’s 
gizzard. 


Send Your Dealers Name 
and 10c for Sample 


THE OHIO MARBLE CO. 

— Ash Street PIQUA, OHIO 
© Return this Coupon 

8 Enclosed is 10c for Trial Sample 
Dealers Name - ---------- ------------ 
Q 


SEND 1OCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
farmers. Stock Pearl Grit and get 


the benefit 


The Feed Bag Is Your Paper, Help It By Boosting 


000000000000 000000000000000000000000000000 
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og 
DEALERS! 
oo oo 
oo 
oo og 
co Now is the time og 
oo oo 
complete 
aia KEIPPER LINE OF sia 
POULTRY SUPPLIES. 
oo oo 
oo i i oo 
Keipper Cooping Co, 
a The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN ae 
ooo 


Fire Prevention Service 


q@ Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


@ Mutual Insurance includes fire prevention service. It is for 
the careful man who would avoid the losses incident to a fire 
and who wishes his insurance cost predicated on that basis. 


J. J. FITZGERALD, 


Secretary-Treasurer 
810 Guaranty Building 
INDIANAPOLIS, INDIANA 


2A HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL” MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 


C. R. McCOTTER, 

- Western Mgr. and Asst. Secy. 
300 Keeline Building 
OMAHA, NEBRASKA 
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| H 100 Ib. Paper Lined Sacks 


SKIM MILK 


Paper Lined Barrels 


COD LIVER OIL—COD LIVER MEAL 


| 

FEED FORMULAS 

| FEED PLANT EQUIPMENT 

FEED SYSTEM ENGINEERING 
| 110 S. DEARBORN ST. |} 
|S. T. EDWARDS & Co. CHICAGO, ILL. 


Queen Wheat Feed 


is NOT a manufactured 
feed but a Pure Wheat 
‘offal and consists of mill- 


run Low Grade Flour, 
— WHEAT FEED Red Dog Middlings and 


Bran, Screenings not exceeding mif ren — 
— CRUDE PROTEIN 15.7% = B ran. 


CRUDE FAT - - 4.6%. 
CRUDE FIBRE - - 83% — 


ST. PAUL, MINN. ——— Can furnish QUEEN in straight 
S Office 315 Corn Exchange ~~ or mixed cars with CHERO- 
MINNEAPOLIS, MINN. KEE PURE BRAN and CHE- 
ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town 


Welcome to Milwaukee 
idly 12-13 


CENTRAL RETAIL FEED 
ASSOCIATION DEALERS 


We will appreciate your visiting us. 


L. TEWELES SEED COMPANY 
152-4.6-8 HANOVER STREET MILWAUKEE, WIS. 


DISTRIBUTORS OF THE FAMOUS BADGER BRAND 
SEEDS AND SEED CORN. 
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Pres. McKercher Appoints 
Booster Committee 


In an effort to make the second an- 
nual convention of the Central Retail 
Feed Association even better than the 
first meeting which was heralded as 
the greatest gathering of the retail 
feed trade ever held in Milwaukee, 
President D. W. McKercher has ap- 
pointed a booster committee of live wire 
dealers to pep up interest in their lo- 
calities. Members of the boosters are: 

Paul Gebert, Jr., Merrill, Wis.; 
Charles Pollow, Cedarburg, Wis.; 
Edw. A. Sippl, Marathon, Wis.; M. 
L. Shurtleff, Sterling, Ill.; George A. 
Schlegel, Athens, Wis.; Joe Free, Co- 
lumbus, Wis.; B. L. Jones, Delavan, 
Wis.; L. A. Douglas, Chemung, IIL; 
F. E. Parker, Fennimore, Wis.; F. 
Kern, Sparta, Wis.; H. A. Hoops, 
Black Creek, Wis.; John A. Becker, 
Monroe, Wis.; Ralph Gutheil, Wauke- 
sha, Wis.; C. P. Davis, St. Charles, 
Ill.; J. L. Kleckner, Neillsville, Wis.; 
C. A. Porter, Fox Lake, Wis.; M. A. 
Joshel, Geneva, Ill.; H. H. Humph- 
recy, Wausau, Wis.; W. J. McArthur, 
Elgin, Ill.; Andrew Halsor, DeForest, 
Wis.; Jacob Hetzel, Delavan, Wis. 

S. E. Lee, Osseo, Wis.; S. A. La- 
Violette, Oconto, Wis.; Edw. Devorak, 
Denmark, Wis.; S. G. Sorenson, To- 
mah, Wis.; M. P. McGinty, Mauston, 
Wis.; D. W. McKercher, Wisconsin 
Rapids, Wis.; E. O. Goderstod, Iola, 
Wis.; Jule Moyer, Lodi, Wis.; J. A. 
Prust, Jefferson, Wis.; G. W. Healy, 
Waterford, Wis.; James H. Vint, 
Union Grove, Wis.; Irving W. York, 
Portage, Wis.; W. G. Wertz, Union, 
Ill.; Jim Keegan, Richland Center, 
Wis.; A. J. Kujawa, Rudolph, Wis.; 
F. R. Greenwalt, Shiocton, Wis.; L. 
H. Herrewig, Hustler, Wis.; G. W. 
Spear, Wyocena, Wis.; W. L. Huson, 
Mineral Point, Wis.; D. R. Mihills, 
Fond du Lac, Wis.; H. E. Pagel, 
Stevens Point, Wis.; August Luedtke, 
Lomira, Wis.; H. W. Werth, Manawa, 
Wis. 


RED HOOK MILLING CO., Red 
Hook, N. Y., is closing their 75-bbl. 
rye mill, due to the fact that the sur- 
rounding land is being converted into 
apple orchards, not supplying enough 
grain to keep the mill running. The 
building, which is 125 years old, will, 
however, continue to operate as a feed 
mill. 


FACTORYVILLE MILLING CO., 
Factoryville, Pa., suffered the loss of 
part of its new cement dam, washed 
out during a recent freshet. The dam 
was built at great expense, about two 
years ago. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


MACHINERY FOR SALE 


For Sale Cheap one 24 inch single head 
Sprout Waldron attrition mill, one 7) h. p. 
Peerless single phase motor, one 30 b. p. single 
om motor, one Bison corn crusher. Write 
= H. VAN GORDEN & SON, Alma Center, 

Vis. 


GOOD RESULTS OBTAINED 
“T am all sold out on the wood now, so please 
discontinue the ad.””. A. L. PETERS, Grand 
Marsh, Wis. 


BATCH MIXER FOR SALE 
9 


500 Ib. capacity, run by power. About 2 
h. p. belt drive, fast and loose pulley. Good 
construction. First check for $90.00 takes it. 
Write WESTERN SUPPLY CO., Tomah, Wis. 


Mention The Feed Bag When Writing Advertisers 


[ 
oo 
OO A ~ oo 
merican Mineral Feeds 
OO oo 
oO oo 
= GHIS will be a year for quality feeds, the increased oo 
Boo volume of our business is proving it. ate 
ea Satisfied trade is the kind that builds business. bat 
oO 
oo The feeders in your territory !ook to you as a dealer that will ae 
oe select for them the best feeds, the feeds that will make them the 00 
oo most profits from feeding, and your future business depends on ae 
oo what feeds you sell to them, select the AMERICAN MINERAL oo 
ae FEED LINE, and prosper. o0 
oo 
00 oo 
oo 
AMERICAN MINERAL CO., Monroe, Wisconsin 
OO 


MARVEL FLOUR MILL 

FOR SALE: Machinery for 50 bbl. Marve! 
Flour Mill in fine condition at a_ sacrifice. 
Write C. O., c/o THE FEED BAG, 86 East 
Michigar Street, Milwaukee, Wis. 


FEED GRINDER FOR SALE 
For Sale: One 24" Diamond Huller Feed 
Grinder, single head, pulley 12" x 12", belt 
driven, No. H-213—$50.00 St. Paul. Write 
CAPITAL FLOUR MILLS, INC., 315 Corn 
Exchange, Minneapolis. 


HERMAN SCHULTZ, of Schultz 
Bros., Sheboygan, Wis., was a business 
visitor at Milwaukee last week. He 
reports that crops are fine and that 
business is good in his section. 


in MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 
Quality and Service Guaranteed 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


257 Rooms at 
41 Rooms at 
38 Rooms at......... 5.00 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 


SING A SONG OF MILL FEED 

OR ANY KIND OF GRAIN— 

BUY THEM ALL OF HERRICK FEED 
AND WATCH YOUR PROFITS GAIN. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Every Member Get A Member, That’s Our Slogan Reeve, Harden Entertains 


Feeder Patrons 


Reeve Harden, head of Reeve 


ALLIS-CHALMERS Harden, Inc. operating feed mills 
and distributing 


stations at Ham- 
burg, Woodruft’s Gap and Franklin, 


A hed a N. J., was host to more than forty 
Attrition Mills dairymen to a good will dinner, held 
recently at the Cochran House, New- 

Grind Any Feed ton, N. J. These dairymen are patrons 


of the Harden organization, and were 
WRITE FOR BULLETIN 1229 invited to attend the dinner as a testi- 
monial to them for contributing to the 


i success of the largest feed dealer or- 
Allis-Chalmers Mfg. Co. ganization in the state of New Jersey. 
MILWAUKEE, WIS. dinner brought on 
common ground, and in a fine spirit 
of friendliness, dealer and dairyman. 
Both were given an opportunity to 
hear and tell what they thought could 
be done for their mutual benefit. 
5 E. J. Perry, state dairy specialist in 
New Jersey, was the principal speaker, 
( ( pointing out the importance of dairy 
uy he i 22 ag arming in New Jersey. He pointed 
out that the state of New Jersey was 
second only to Rhode Island in high- 


has a larger circulation and carries est average milk production in cow- 
testing examinations. This was an in- 
more paid advertising each issue than direct compliment to the service of the 
any other feed paper published. We Harden organization to the wide num- 
ber of dairymen it serves. 
‘aga are pleased to have prospective ad- Milton A. Diehl, of the Larrowe Mill- 
: : : : : ing Co., presented a motion picture de- 
vertisers investigate reader interest in picting laboratory and mill work at the 
The Feed Bag. It is unchallanged as Detroit mili. 


*““The Dealers’ Paper of the Feed 


Industry”’. CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
EEE EEE EEE EEE EE EEE promptly filled. Try our re- 
cleaned 37 pound No.3 white 


2, 
2. 
2 


aa. +s oats. They will please your 
++ 3s When you handle ++ trade. 
Operating Elevator “L” 
++ = Darling’s Meat ++ perating Elevator 
++ ++ MINNEAPOLIS, MINN. 
= Scraps, Tankage 
+t =| and Bone Meal 
th N = : 7 
VAN ou are handling thebest | CHARCOAL 
MEAT SCRAPS | 
COD LIVER OIL 
=| the world produces--and | CO 
3 = = it doesn’t cost you one 7% COLONIAL BUTTER SALT 
cent more than the other PEARL GRIT 
eee 
4 
it - kind. ++ | Bag Lots-- Ton Lots 

State Distributors 
& GRAIN CO. on oc args 
MILWAUKEE Chicago Company | | 
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M. B. SPEECE, manager of Evan- 
der Farmers’ Co-operative Co., Evan- 
der, Iowa, reports the installation of a 
Jay Bee grinder in his elevator. 


A. A. HUBER, of A. A. Huber & 
Son, Darien, Wis., was a visitor at the 
cffice of The Feed Bag on June 15. 
Mr. Huber is looking forward to hav- 
ing a good time at the Central Retail 
Feed Association convention. 


CHAS. A. KRAUSE MILLING 
CO., Milwaukee, is installing two new 
grain storage tanks. This addition will 
increase the company’s storage capa- 
city by 100,000 bushels. Work on the 
new addition is expected to be com- 
pleted by mid-July. 


DRY piace 
NUACTORED By 


New Low Prices 
Are booming the sales of 


Perfection 
Dog Food 


Dealers in every territory are mak- 
ing quick turnover and good profits 
through the increased sales of Per- 
fection Dog Food. 


There’s nothing better at any price 
for Dog and Puppy Feeding than Per- 
fection. It’s wholesome, nutritious and 
well balanced—All Cooked and Ready to 
Feed—An Ideal Food for Summer Feed- 
Ing. 


Special Offer To New Dealers 


We will supply Special Introductory Set- 
Up, including one hundred pounds of 
Perfection Dog Food in the popular five 
and ten-pound sizes, attractive Display 
Signs, Wall Hangers, a Liberal Supply 
of FREE Samples, Mailing Stuffers and 
other advertising material—everything 
necessary to make the most attractive 
window display in your locality. The 
entire cost to the dealer will be $6.00— 
which is less than regular wholesale price 
of the food—and billing will be made on 
a 30-day open account. 


It’s to the advantage of every Feed 
Dealer to carry a full line of Perfection 
Dog Food. 


MANUFACTURED AND 
DistrisuTep By 


PERFECTION FOODS CO. 


Dept.17 BATTLE CREEK, MICHIGAN 


Rush Shipments 


CHICK FEEDS 


can be made by us on short notice. 


Your customers expect you to carry 
feeds they need. Get them from us by 
the sack or carload. 


OUGHBOY 
FEEDS 


No better quality at any price. 
Get our samples and prices. 


CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 
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RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


BREWERS DRIED GRAINS 
MILL FEEDS—OIL MEAL 


Quality and Service 
Always Count 


PHONE BROADWAY 


4961 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 


Operating 


AT MILWAUKEE 


Cc. & N. W. RAILWAY ELEVATORS 
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TOM MATHEWS 
new feed mill at Haugen 
will take possession soon. 


is building a 
, Wis., and 


SHIELDS & KOPASCHKA feed 
mill at Antigo, Wis., reports a fire loss 
estimated at $10,000. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
and Gere 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’’ 


Consign Your Grain To 


E. L. PHELPS & CO. 
MINNEAPOLIS, MINN. 
GRAIN—FEEDS 
Manufacturers of 


“Franklin’’ Ground Flax Screenings 
**Dandy”’ Ground Grain Screenings 


Between Milwaukee and Chicago | 


No-Milk Calf Food 


LEADER FOR 43 YEARS<—@ 


National Food Company 
FOND DU LAC, wISs. 


BAGS BURLAP OR COTTON BAGS 


Sellers and Buyers of 
BAGS OF ALL KINDS 


NATIONAL BAG MFG. CO. 
725-729 Washington Ave. S., 
MINNEAPOLIS, MINN. 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


Hiawatha Buys Phelps 
Mill and Elevator 


The Hiawatha Grain Co., with off- 
ces in the Corn Exchange building, 
Minneapolis, Minn., one of the most 
progressive grain firms in the North- 
west, has purchased the mill and eleva- 
tor of E. L. Phelps & Co., East Frank- 
iin avenue, Minneapolis, Minn. The 
Hiawatha Grain Co. found it necessary 
to acquire a mill and elevator, accord- 
ing to A. G. Hessburg, treasurer of 
the company, in order te give proper 
service to the firm’s growing list of 
customers. 

E. L. Phelps & Co. mill and elevator 
will be used for grinding and clean- 
ing of grains as well as for storage 
purposes by the new owners. The Hia- 
watha Grain Co. plans to enter more 
extensively into business as shippers 
of grains, screenings, and all kinds of 
feeds. The company believes that with 
the acquisition of these newly-acquired 
facilities they will be able to render 
the highest type of service to their 
clients. 

The Hiawatha Grain Co. was or- 
ganized in 1920 with A. G. Hessburg, 
treasurer, and O. L. Haertel, secre- 
tary. The E. L. Phelps & Co. prop- 
erty is one of the pioneer grain eleva- 
tors in the milling city, and it is the 
plan of the Hiawatha Grain Co. to 
greatly improve and increase the fa- 
cilities of its newly-acquired mill and 
elevator. The Hiawatha Grain Co. 
took possession of its new property on 
July 1. E. L. Phelps & Co. has merged 
with the G. A. Haertel Co. and will 
continue in the wholesale and retail 
grain and feed business. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


North American Seed Co. 
Wholesale 


Field and Grass Seed 
Reed and Florida St» 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


GET OUR PRICES ON 


ALFALFA 


NORTHERN HAY & FEED CO. 
CORN EXCHANGE, - MINNEAPOLIS, MINN, 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


Mailing Lists 


Will hel increase sales 


Storage 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


Storage 
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E. Dingwall Co. fee 


PAINE, WEBBER 
& COMPANY 


to get the original 
and genuine 


LABUDDEFEED 


oOo M. G. o oo 
Oo 
oO Oo 
O oO 00 QO 
chances Shi t from 
lipmen fr 
| & COMPANY - he no pment trom 2 
: ith Milwauk : 
with your llwaukee 
QO 
Oo oO oO 
GRAIN and FEED: HomeButchered same 
: : MEAT/ davorderis 
CHAMBER OF COMMERCE ay order 1s 
Of course you will 
M I | W A U K E E 
Oo season with Smoked Oo 
risk and ‘worry. It 
will give you better Py Oo 
Established 1880 
Oo 
oO 
O 
EXCHANGE SMOKED SALT RAIN CO. 2 
BOSTON STOCK ies STATE Q 
EXCHANGE The only meat salt that is as good for table REPRESENTATIVE 5 
DETROIT STOCK use as for curing meat. Smell it. Taste it. oO 
been mixed wi roligneous aci er 
EXCHANGE dangerous aman. M I LWAUKEE a 
Weh it. Packed in t d di WISCONSIN 
e have it. Pac in ten pound drums 
eed ine. 
94-100 MICHIGAN ST. a 


Telephone Broadway 8700 
MILWAUKEE 
E. J. Furlong, Resident Partner . 


oo 
00 
00 
00 
00 
oo 
00 
00 
00 


F. J. PHELAN CO. 


418 Chamber of Commerce The Aristocrat of Feeds | 


MILWAUKEE, 
WIS. 


“Grain Futures” 
yOSEPH’> | GWehandle all kinds 
.NET 
Special Attention to Hedges x. sph A of feed and offer the 
best possible service to 
MIXED FEED the retail feed dealer. 
= SCREENINGS White for our quota- 
usiness LS. JOSEPH GO, Ne. tions and let us keep 
expands with RINRCUSY you posted on the 
Printed messages | Minneapolis market. 
They are profitable NOT UST 19% 
EstasuisHep 1894 
PRINTERS 


I. Ss. JOSEPH CO., Inc. 


344-346 MILWAUKEE STREET 2 
1076 Minneapolis, Minnesota 


Broapway WISCONSIN 
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Che feed Bag 


Dealers’ Paper” 


Vol. 3. No. 7. JULY, 1927 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically A responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1927, Editoral Service Co., Inc. 


When you want 


30% 
LINSEED 
MEAL 


Come To Us 


Our Minnehaha 30G 
Linseed Meal and Flax 
Screenings is the highest 
quality that can be made. 
Your customers will pre- 
fer it. 


Our Bingo 30% Linseed 
Meal and Flax Screen- 
ings Oil Feed carries the 
same analysis as Minne- 
haha but sells at a much 
lower price. It contains 
a smaller percentage of 
of pure linseed meal than 
Minnehaha. 


We have what you want. Ask 
for samples and delivered 
prices. 


STUHR - SEIDL 
COMPANY 


CHAMBER OF COMMERCE 


MINNEAPOLIS 
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Ghe 
FRANKE GRAIN CO. 


Established 1892 


o000 
0000 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


O 


go000c0 


ooo 


OO 


Deutsch & Sickert 
* O m p Qa ny 400-492 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed... 23% Protein 
Corn Germ Meal ... 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 
— 


Climax Ground Grain Screenings 
15% Protein, 8% Fat, 4% Fibre 


Rex Pure Flax Screenings Ground 
15% Protein, 8% Fat, 14% Fibre 


Get our CORN and OAT 
Prices 
Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 


1674 


THE FEED BAC—JULY, 1927 


A 


UPERIOR Quality and Attractive 
prices are among the outstanding fea- 


tures of Record Maker Egg Mash. Care- 
Kk ee fully milled and produced at a low cost, 
p you have here a feed which appeals to your 

customers because of its ECONOMY. We 

are in a position to furnish you with this 

Co sts splendid Mash at a low price. You ex- 


perience no difficulty in keeping your trade 
when you sell a Quality product like Record 


Maker Egg Mash. And you can afford to 
OW nN sell Record Maker at prices under other 
mashes and still retain your margin because 


VEN when Eggs 


are low Record 
Maker Egg Mash is a 
profitable poultry feed. 
That accounts for the I ts a 


year round practice of 
shrewd poultrymen feed- (4 LAV 
ing Record Maker. The : FEED 


egg factory known as 
the hen must produce 
and 
that means 


eggs at lowest possible 
Quality 


we keep the cost down for you. 


of 


cost. Record Maker : 199, LBS. 
Egg Mash is the raw 
material which hens 
use most advantage- 
ously to keep costs 
down. 


Ladish Milling Co. 


MILWAUKEE, WIS. 


G 2 TEED A 
PROTEIN 20, FIBER Thh 
CORN GLUTEN FEED. MEAL, WHEAT BRAN, 
= STANDARD WHEAT MIDOLINGS, (WHEAT BRAN AND STANDARD 
WHEAT MIDDLINGS MAY CONTAIN GROUND SCREENINGS NOT EX 


CEEDING MILL RUN) WHEAT FLOUR MIDOLINGS, GLO PROCESS 
UNSEED Ol. MEAL. FINE ALFALFA MEAL, ORIED BUTTERMILK, 

= STEAMED BONE MEAL, CALCIUM CARBONATE AND % OF 1° SALT. % 

= LADISH MILLING. COMPANY ZN be 

AUK ‘EE 


The Feed that 


4 
> 
$ 
. 


Convention Delegates Never Debate 


the QUALITY of 


‘THE HIGHEST PRICED FLOUR IN AMERICA 
AND WORTH ALL IT COSTS* 


King Midas—Easy To Sell 


|.—King Midas Flour has un- 2.—King Midas prices are 
equaled merchandising value. Its maintained consistently reason- 
well-known high quality and uni- able in accordance with King Midas 
versal popularity make the account quality. This enables the dealer 
an unquestionable asset. King to satisfy his customers with re- 
Midas Flour is a leader in Wis- spect to selling prices as well as 
consin today. quality and performance. 


CO. 


MINNEAPOLIS, MINN. 


